kK 


e> 


e 
7 
” 
on 
. 
z 
_ 
7 


























PRODUCTS OF REPUBLIC 
THAT YOU SHOULD KNOW ABOUT 


(A few of the D’s in the complete list of Republic products) 
waoteage ~ - CONCRETE ne ee BARS 
ESKS OF VARIOUS TYPE 
DIAMOND LATH, METAL 
DIE-ROLLED PRODUCTS 
DIFFERENTIAL CASES, AUTOMOTIVE 
DISPLAY CASES, CABINETS, RACKS 
DOORS, STEEL 
DRAFT KEY SECTIONS 
DRAWN WIRE 
DRIVE PIPE 


DRUMS, STEEL 
DRYING PANS, CHEMICAL 
Ask us to send you a complete list of Republic products. 


_ Republic Steel 


BERGER MANUFACTURING DIVISION STEEL AND TUBES INC. 
UNION DRAWN STEEL DIVISION TRUSCON STEEL COMPANY 
NILES STEEL PRODUCTS DIVISION 





REPUBLIC 


& Time spent in numerous interviews... 
time used to write various orders and 
correspondence...time and expense required 
to trace and check a number of shipments... 
you save a large part of this time when you 
centralize your purchases with Republic, its 
divisions and subsidiaries. And you save book- 
keeping expense formerly necessitated by 
multiple entries, checking and check writing. 

When you need steels and steel products, 
first think of Republic and its wide diversi- 
fied line. Call in a Republic representative. 
Give him one order covering all of your 
needs. You'll receive products of uniform 
high quality. You'll save yourself time, and 
you'll save your company money by saving 
time in bookkeeping and other departments. 
Republic Steel Corporation, Cleveland, O. 





STEEL 


Tac. v.s. Pat OFF, 


When writing Republic Steel Corp. for further informati Department EP 














Tempest in a Tunnel 
for Safety in the Sky 


A typical example of Goodrich development in rubber 


HIS man is manufacturing a winter 
storm. In this refrigerated wind 
tunnel in the Goodrich plant, model 
airplanes and wing sections can be 
treated to freezing rain, sleet and ice 
conditions as encountered in flying. 


Ice forming on airplane wings used 
to cause serious delays. Goodrich de- 
veloped a rubber device that breaks it 
off as it forms. A rubber covering fits 
tightly over leading edges, contains a 
series of flat tubes that are inflated 
alternately, to produce a changing 
Surface that breaks the ice. Modern 
transport planes carry these ice 
femovers in all seasons when there 


is the slightest danger of ice formation. 


Goodrich engineers continued to 
use this stormy tunnel in development 
work to keep pace with improvement 
in planes. They invented a way to bathe 
moving propeller blades with anti- 
freeze... they developed a means of 
riveting, to attach ice removers to metal 
planes, working from one side only...and 
they improved the product itself so 
that onesentin recently, after 1000 hours 
of service, was found to have exactly 
the same properties as when the rubber 
was new... Aeronautical men don’t have 
to be told how continuous and how 
productive Goodrich research work is. 


It’s the Goodrich way of kee 
up-to-date, and no Goodrich produ 
too standardized to get this sam¢ 
of development work. It appli 
rubber belts, to hose, to rolls, to: 
linings, to other products that ca 
you money by better performa 
your plant. See your Goodrich Di 
utor. The B. F. Goodrich Com 
Mechanical Rubber Goods Div 
Akron, Ohio. 


Goodrich 
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Established 1915 as “The Purchasing Agent” 
Consolidated with “The Executive Purchaser” 








PURCHASING is an independent journal, not the official organ of any association. It is the only 
publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 


Published monthly by 


BOFFEY PUBLISHING CO., Inc. 
ll West 42nd Street, New York, N. Y. 


STUART F. HEINRITZ....... Editor 


Advertising Representatives 
GEO. B. HOWARTH, 
1l West 42nd St., New York 
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Lonc DISTANCE introduces the 
man with the question to the man 
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95 — with the answer. | 

Purchasing executives every- ) 
97 where have come to rely on Long : 
a! 


Distance calls to get precise prod- 
98 uct-pictures ... to reach clean-cut 
understandings . . . to facilitate 
rapid decisions . . . to clear up 
freight difficulties . . . and to in- 
39 § sure quick action all along the 
line. 


34 


Long Distance . . . fast, clear, 
direct, flexible . . . can’t claim to 
4 | find the proverbial needle in the 

haystack. But it does often help 
% — find the very market among many 
‘ which offers the best in price, 
quality and terms. And with to- 
61 — day’s low rates—it’s the econom- 
ical way. 
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ind QUIGK ACTION too! 
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Yours on [bequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 








From among the many submitted 


to us, they have been selected by the editors as having greatest interest and 


utility value to purchasing agents. 


“Cutting Costs with Cold Drawn Steels,’”’ a highly 
466. interesting 24-page booklet issued by Union Drawn 
Steel Division of Republic Steel Corp., offers a non-technical 
explanation of what cold drawing is, the effects of cold drawing 
and its utilization in the manufacture of innumerable steel parts 
How each of the following properties of Union cold drawn steels 
reduces costs is also discussed: high surface finish, accuracy to 
size, cross sectional accuracy, improved physical properties, 
improved machinability. Special sections also contribute to cost 


reduction 

The recently released 28-page, 8'/2” x 11” Section E 
468. of the Ferracute Machine Co.’s Catalog 22 illus 
trates the numerous types of embossing and coining presses 
adaptable for work on agricultural implements, automobile 
parts, bicycle parts; blanking, punching and shaping heavy 
sheet metal; cash registers, clocks, collapsible tubes, cutlery, 
electrical instruments, flanges, grease-cups, hardware, jewelry, 
perforated work, raised lettering and designs on sheet metal, 
typewriters and innumerable other articles. 


The Lunkenheimer Co. has recently issued a new 
469. 44-page List Price Schedule which supersedes all 
previously published list prices. It covers the entire Lunken 
heimer line of valves, boiler mountings and lubricating devices 


470. Machine is described in detail in an attractive, 


profusely illustrated 8-page bulletin. This machine has been 
designed specifically for the economical, rapid production milling 
of small pieces such as parts for sewing machines, firearms, 
electrical apparatus, business machines, etc. Broad ranges of 
speed and feed enable it to handle efficiently a wide variety of 
materials, using cutters down to the smallest end mills. 

t-drawer file cabinets with the capacity of 5 or 


481. dinary drawers, made possible by automatic ex 


pansion and compression are illustrated and described in a folder 
released by Automatic File & Index Co. Of particular interest 


to ‘‘P. A’s’’ is the account of a unique test proving that automati 
eam | 


compression adds over 25% capacity 

The new sample book of thin papers just announced 
486. by Esleeck Mfg. Co. contains numerous samples for 
records, forms, copies, letterheads, advertising, legal documents, 
air mail, branch office and foreign correspondence. A variety 
of weights, finishes, and colors, in grades ranging from 25% to 
100% rag content, are included 


‘Helpful Hints on Sealing Methods,’’ a new folder 
just issued by Moore & Thompson Div. Hudson 
Pulp & P aper Corp., offers valuable pointers and suggestions on 


the proper use of gummed paper tape, with a view to better pro 
tection of packages and saving through avoiding waste 


The new Brown & Sharpe No. 000 Plain Milling 
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492. history and development of phosphor bronze 

S yp Focsenen’ in the Seymour Phosphor Bronze 
Manual which answers questions concerning non-corrodibility 
resilience, fatigue resistance, machinability, toughness Also 
contains data, tables, list of applications, et« 


493. : Chex -_ Up on Check Valves,” an 8-page, 

. 2 ‘ booklet just issued by Crane Co., covers 
the whole leas V ave ‘field in word, picture and diagram. The 
two basic types of check valves and their various applications ar 
described, ten ‘‘Do’s and Don’ts’”’ are listed and a two-page 
‘Handy Reference Guide to Crane Check Valves’”’ is devoted to 


cross-section views 

SOT. latest Howard Paper Co. pamphlet, attrac- 
kat printed in three colors on 24 lb. Howard 

white bond, stresses the attention value of the fourteen colors 


in which Slaconed Bond is available 


catalog covering B. | 


508. new Beene B/;" 5 11° couleg emai 
Goo lrich Co.’s standard line of Vibro-Insulator 


rubber-t« ( type mountings tlustrates the six types of 
Vibro “oars and lists their dimensions. Among subjects 
discussed ar¢ he Principle of the Vibro-Insulator,’’ ‘‘How 
Select How to Load,”’ and ‘‘Effective Methods of Mounting 
Also included are photographs and descriptions of a variety of 
machines which have been mounted on Vibro-Insulators to elimi 
nate unnecessary vibration 


lls has prod 


509. One of the world’s largest paper n é uced 
of the most distinguished portfolios in an 


industry w Seseutiani publications are the rule Entitled 
‘Nekoosa Pr rested Business Papers,’’ this  vari-colored 
11” x 14”, 48-page plastic-spiral bound, loose-leaf book presents 
with the aid of striking full-page photographs the 

ory of the ill, its machines, resources and workmen. And 
particularly of it Pre-Testing,’’ which is the control of every 
process in manufacturing plus step-by-step checking of the 


against rigid standards It shows. the 


r pape! 
various tests to which the paper is put and the final sheet-by 





shee 1 ction Sections devoted to each of the Nekoosa 
wate! ked papers dramatize their virtues, give all data con 
cerning them as well as suggestions for the use of each Included 
are printed samples on individual sheets, also swatch samples 
of the numerous colors and weights 


5 l O. . New illustrated literature showing 24 specifi 
see 8 ations of spring tension Speed Nuts is offered 
by the Speed ‘Nut Division of Tinnerman Stove & Range Co 
Speed Nuts take the place of threaded nuts and lock washers 
hold assembly parts together under spring tension. Mechanical 
drawings show applications and methods to completely overcom 
vibration. Also shown are adaptations of Speed Nuts in assem 
bly of radios, refrigerators, cooking ranges, automobiles, etc 


5] 7. series of four colorful pamphlets features the 

Mb Injector Co.’s new line of Union Bonnet 
globe, angle, horizontal check and angle check valves. Details 
of design and construction, as well as complete specifications, 
are presented via colored cross-section drawings 


5 l 2 Duramark”’ crayons, newest kind of paint in stick 

» form, made in six colors: and ‘‘Hot-Rite’’ marking 
crayons for marking hot and cold steel, rubber, cellophane, 
leather, china, glass, fabrics, wood, etc., are the subjects of two 
new Eberhard-Faber Co. bulletins. Also described are several 
types of lumber crayons and carpenters’ pencils 


1 3. Features of its Refinery Process Pumps are pre- 
5 sented by photographs, cross-section diagrams and 
descriptive text in an attractive 6-page bulletin issued by Inger- 


soll-Rand Co. Complete specifications and dimensions included 


Additional listings on pages 6 and 8) 
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5 l 4. A buyer’s guide on industrial lighting, published 

by RLM Standards Institute, offers a factual expo- 
sition of the principles of modern industrial light conditioning 
Entitled ‘‘The Meaning of the RLM Label,”’ this book provides 
purchasers of lighting equipment with basic factors in industrial 
lighting and basic standards of efficiency, design and quality of 


various types of RLM-labeled reflectors 
5 l 5 The new handy pocket-size 1939 Stock List Book 
« just issued by Joseph T. Ryerson & Son, Inc. is a 
convenient guide to steel buyers. Gives complete listings and 
description of the wide range of Certified Steels and allied prod 
ucts carried in stock for immediate shipment. Included are 
handy reference tables, weight charts, standard specification 
listings, etc. Among the products described are beams, chan- 
nels, angles, plates, bars, strip steel, cold finished bars, alloys, 
tool steels, flat wire, stainless steel, mechanical and boiler tubing, 


welding rod and wire, bolts, rivets, etc. 
5 l 6 A new non-slip floor wax, perfected by Flexrock Co. 

« to minimize accidents on smooth floors, is the sub- 
ject of a colorful 4-page folder just released. While insuring 
against slipping, this new compound dries quicker, has a glossier 
finish and may be scrubbed. For use in public buildings, offices, 
factories, schools and colleges, corridors and lobbies, railroad 
stations, etc.; on hard surfaces such as concrete, terrazzo, 
marble, ceramic tile, etc., also on soft surfaces like wood, rubber 


tile, asphalt tile, linoleum, cork, wood blocks. 

5 l Leland Polyphase Motors are featured in the Leland 
« Electric Co.’s attractive new 8-page bulletin, which 

describes construction details and extra value features aided by 

large illustrations and cross-section views of motors and parts 


Tables of motor current ratings are included. 

5 l 3 Steelcrete ‘‘Safe-T-Mesh,’’ for making window 
e guards, partitions, machine guards, skylight guards 

and for numerous other uses, is the subject of a 60-page Hand 

Book issued by Consolidated Expanded Metal Companies 

Profusely illustrated, the book shows details of construction and 

design, methods of fabrication and assembly, various accessories, 


equipment, etc. 

l Ss) Official SAE, General Motors, Chrysler and Ford 
5 e steel specifications are among the numerous tables 
shown in Peter A. Frasse & Co.’s 68-page, spiral bound ‘Steel 
Handbook No. 37 for Machine Tool Users.’’ Other tables give 
decimal and metric equivalents; R.P.M. of spindles; tap drill 
sizes; length of drill points; stock figuring; surface speeds; 
thread elements; weights of rounds, squares and hexagons, etc 
Description of steel characteristics occupies 8 pages. 
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520. i realth of information for paper buyers in 

co! ane form is provided by Byron Weston Co.’s 
new ‘‘Red Book”’ of ledger, index and bond papers. Selecting 
the right paper for the purpose, table of standard weights, carton 
packing schedule, general information, abridged dictionary of 
paper terms, trade customs are noteworthy sections. Descrip 
tions and schedules of stock sizes and weights of all Weston papers 


are included 
52 l Buyers throughout the country who have been us- 
» ing the Utility Supply Co.’s Office Supply Catalog 
for 32 years will welcome the new, greatly enlarged 1939 edition 
just released. Every conceivable need in office supplies 
from pins and clips to furniture and file cabinets . . . as well as 
business machines and shipping supplies are represented in this 
profusely illustrated 450-page, 8'/2”x 11” catalog. Thousands of 
items are included, all available from large stocks occupying a 
six-floor building 


522. Large artistic photographs that bring beauty t 

commonplace products distinguish the handsome 
new 100-page catalog of Upson Bolts, Nuts and Rivets recently 
released by Republic Steel Corp. The most widely used of the 
5,000 standard items in Upson’s stocks, covering every conceiv- 
able type of bolt, nut and rivet, are represented in this book, 

which is a valuable and convenient guide to every buyer of these 
pero ts. Numerous tables of dimensions and weights are in 
cluded, plus information on plating and special metals, such as 
Toncan copper molybdenum iron, Enduro stainless steel, Repub- 


( 

lic double strength steel. 
523 Striking illustrations of glass block installations in 

s buildings in many countries feature Pittsburgh 
Corning Corp.’s handsome booklet, ‘‘The Glass Age Arrives.” 
Advantages of glass block construction, description of manu- 
facture, applications, technical data, advice on installation, dia- 
grams of standard types and sizes are included 


024. The new 60-page wire-bound catalog released by 
Rhode Island Tool Co. includes detailed tables 
showing nnaine and prices for its complete line of bolts, 


nuts, screws and studs of many types. Numerous special tables 
show decimal equivalents, U. S. standard threads, pitch diameter 


and tolerances of threads, weights of steel, etc. 

2, A detailed description of Ampco Metal, its physical 
5 5. properties, wear-resistant qualities and varied ap- 
plications is presented in the 32-page, 8'/2”x 11” Catalog No. 21 
Outstanding are testimonials from many leading machinery 
manufacturers. General engineering data and technical data 


explained clearly for laymen are included. 

A folder announcing Broderick & Bascom Rope 
526. Co.’s acquisition of the Murray Safety Sling Co 
illustrates numerous types of plaited safety slings for handling 
steel and paper mill rolls, castings, turbine covers, transformers, 
crates of glass, etc. Suggestions on how to order slings are also 
given. 


Profusely illustrated, Eclipse Air Brush Co.’s new 
Oa. 32-page, 8'/:” x 11” Catalog 66 devotes its initial 
pages to descriptions of four tests designed to prove time-saving 
features of Eclipse spray equipment. Balance of the catalog 
presents the complete lines of spray guns, nozzles, tips, pressure 
tanks, agitators, portable tank units, exhaust equipment, acces- 
Photographs show actual operations on many types 
of work, including both products finishing and maintenance 


painting 
2 A profusely illustrated 24-page 81/2” x 11” catalog 
issued by Newman Brothers, Inc., is devoted to 
its line of | ‘hand- crafted, cast bronze tablets, markers, plaques, 
signs, and emblems of all kinds. 


sories, ete 


(Additional listings on pages 4 and 8) 
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PLENTY OF TIME 
OR NO TIME AT ALL... 


LAST MINUTE CALL 
GETS aerentd SERVICE 


Saturday morning—I1I : 30—phone order received 
for large tonnage of structurals. Needed at once! 

So our men stayed on the job—cut, loaded and 
shipped the structurals that same Saturday after- 
noon. The customer—425 miles away—had them 
Monday morning. 
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OU want quick service when you're in a hurry for 





steel—and prompt service on your every-day re- 







quirements, too. We operate on this principle at Scully. 






SHORT JUST A TON... SCULLY 
FILLS THE GAP IN A HURRY! 


\ manufacturer of auto accessories, working on 
an emergency order found himself short one ton 
of Cold Rolled Steel on Easter Sunday afternoon 
But he knew Scully Service. At his call, our - 
resentative rushed to the warehouse, and with th 
watchman’s help loaded and shipped the bars— 
and the manufacturer completed his emergency 
order that same evening. 





you from huge stocks of steel, steel products, coppe1 






and brass. 








Phone, write or wire the Scully warehouse nearest 






you. And send for our handy, complete stock list and 





reference book. 


SCULLY STEEL PRODUCTS COMPANY 


Distributors of Steel, Steel Products, Copper and Brass 





CHICAGO - NEWARK, N. J. - ST. LOUIS - BOSTON - ST. PAUL 
CLEVELAND - PITTSBURGH - BALTIMORE 
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Every one of our eight warehouses is ready to serve 
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Purchasing agents will find it well worth their while to read the publications 


reviewed on this and the preceding pages. 


From among the many submitted 


to us, they have been selected by the editors as having greatest interest and 


utility value to purchasing agents. 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


529. A 38-page, 3 14” x 6!/3” catalog entitled, “A Better 
Anchor: age fee Bolts and Screws,”’ issued by Rawl 
plug Co., illustrates and describes many different types of anchors 


and accessories. Contains numerous tables of interest to those 
with problems of fastening to masonry. 


530 In 20 large, easy-to-read, well illustrated pages, 
e 11” x 12'/,.”, Hygrade Sylvania Lamp Co. outlines 


the “‘Hygrade Proposition to Lamp Buyers,’’ in which 6 major 
questions of concern to lamp buyers are answered in detail 
The questions cover the history, growth and financial standing 
of the company, operating policies, the product, research, service 
facilities, saving in cost. A complete schedule of prices is 
included. 


531. A new bulletin announced by Goulds Pumps 
completely describes its new line of Fig. 3390 


Ce ntrifugal Pumps, which are two-stage with opposed, hy 
draulically balanced impellers for heads up to 1,000 feet 
Walter Kidde & Co.’s new bulletin describes fully 


532. the mechanism and operation of Kidde water and 


anti-freeze portable fire extinguishers. Principal advantages of 
the latter are that they require no annual recharging, discharge 
only clear water, do no acid or chemical damage, have long life 
owing to the absence of corrosive materials in the extinguishing 
liquid. Anti-freeze extinguishers are suitable for use outdoors 
or in unheated locations where plain water might freeze 
533 A booklet on offset papers recently published by 
e Maxwell Paper Co. shows the eight most widely 
used art mediums—black and white, colored photography, 
crayon, water color, montage abstraction, scratch board, line 
and wash and pen and ink drawings. Pictures are printed on 
paper recommended as the most suitable for each type of art 
Samples of colors, weights and finishes available are included 


534 The new “Type D’”’ Norton Roll Grinding Ma 
e chines, with traversing work tables, are described 


in detail in a splendidly illustrated 16-page 8'/.” x 11” bulletin 
Complete specifications, shipping data and floor space for all 


models are given 
535 _ Bondex Primer, a new development announced by 

s The Reardon Co. in its Bulletin No. 25C2, success 
fully treats painted or unpainted non-porous masonry, tile, metal, 
asbestos shingles, etc., and prepares them for a single finish coat 
of waterproof cement paint, previously limited to porous surfaces 
A ‘Question Box”’ of 15 questions and answers gives complete 
information about this new product. 


536 The new 32-page Bulletin 108 issued by R. E. 
« Uptegraff Mfg. Co. illustrates various types of 
Current and Potential Transformers, including power, subway, 


stud type distribution, dry type distribution, rural. Also con 
tains detailed mechanical data, graphs, diagratis and prices. 
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537. Reduction of fuel bills and maintenance costs are 

ittributed to the Fyr-Feeder multiple spreader 
stoker in testimonial letters reproduced in the American Coa] 
Burner Co.’s Bulletin 77. Adaptable to various types of boilers 
the Fyr-Feeder and its method of operation is completely d 


scribed by text, photographs and diagrams 
538. : ‘onsiderable information on wire cloth and metallic 
screen is furnished by the Cambridge Wire Cloth 
Co. in its comprehensive Bulletin 75, which includes a complete 
section devote dl to Monel metal wire cloth products. Complete 
listings of wire sizes, open areas, standard weights and gross list 
prices of all types of wire cloth and screen are accompanied by 
technical data including numerous tables 


539 Its new portable, multi-swivel ‘‘All-Angle Vise’’ is 
« the subject of an illustrated folder issued by Fray 
Mershon, In«¢ Features of this vise include: instantly convert 


ible, instantly portable, instantly adjustable to any position, 
interchangeable jaw plates for any kind of work 


340. J “ Ww 24 page, 8!/.” x 11” ‘‘Handbook of Localized 
shting’’ discusses the relation of localized lighting 
ener um! nation and illustrates many of the 700 ‘‘Localit: 


Canopy 
Localites ire 


units represent ted in Fostoria Pressed Steel Co.’s line 
type, single arm, double arm and reflector type 
available for all types of seeing needs 


O41. easy-to-find indexed form the Scully Steel 
Prodi icts Co. presents a heap of information of 
value to buyers a steel via its new, comprehensive Stock 
List and Sel ference Book, which gives a long list of Scully Pro 
ucts, such as sheets, bars, angles, wire, stainless, eaves troug 
copper and brass. Also contains many handy reference tables 
including standard gauges, length of rivets necessary for various 
grips, weights of steel circles, circumferences and areas, | 
gallons in round tanks, U. S. gallons in rectangular tanks, « 


542. One of the most voluminous wholesale merchandis 

catalags ever issued is Joseph Hagn Co.’s 640-pags 
1938 Jewelry and Gift Book. In addition to diamonds, watches 
jewelry and silverware, this book also shows a large selection of 
furniture, apparel for men and women, toys, electric appliances, 
leather goods, luggage, prizes, premiums, etc., including many 
nationally advertised items 


543. | How to attain increased productivity is told in the 
» Logan Co.’s outstanding 36-page, 8'/.” x 11 
Catalog 35, wien is replete with photographs of various types 
of conveyors in operation in 57 industries, from airplane factories 
to wholesale grocers. Among the types of equipment shown are 
roller, belt, apron, carrousel, chain and wheel conveyors; eleva 


tors, roller spirals, slides, spiral chutes, etc 
544 Screw drivers and power bits for Phillips recessed 

«s head screws and bolts are illustrated and described 
in a new 4-page colorful folder just released by Apex Machine & 
Tool Co. Complete dimensions and prices are given. Makes 
of screw drivers for which each power bit is adaptable are listed 


545 Its new Series 4 United Heaters are presented by 
« Fedders Mfg. Co. in an attractive 12-page, 8!/2" x 
11” Bulletin 573. Striking photographs and concise text com 
bine to emphasize new features of these unit heaters, which 
boast —— headers, full floating mountings and streamlined 
tubes. Complete capacity and dimensional data plus typical 
piping Pent are included 


46. New “‘self-cleaning’’ sprayheads for Bradley W ish 
5 fount: 1ins presented in an attractive folder Re 
taining the numerous desirable features of previous models, the 
newly designed sprayheads make it possible to flush or brush out 
line deposits and other foreign matter by merely separating the 


two parts of the head at the perforations. 


(Additional listings on pages 4 and 6) 
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STRATHMORE 
ADVERTISEMENTS 









like this are telling the 









heads of big busines: 








firms about STRATHMORE 













Strathmore Paper is used for En Route Correspondence on Santa Fe’s Famous New Streamlined Chief 


YOUR LETTERHEAD 
is your reputation on paper 


Flashing from Chicago to the coast in a clipped 50 hours, the 
streamlined Chief, Santa Fe’s most famous train, does more 
than carry passengers. It represents a new standard of beauty, 
luxury and safety. 

A letterhead, too, does more than carry messages. It, also, 
conveys reputation. This is why you find. Strathmore letter 
paper used for the writing desks of the new Chief. This is why 
so many business leaders choose Strathmore. Your letterhead 
represents you in every letter you write. Your correspondents 
judge you by the expressive quality of the paper you choose. 

When you write a letter on STRATHMORE BOND it costs less 
than 1° more than the same letter written on the cheapest 
paper you might buy. And on STRATHMORE PARCHMENT, as 
fine a paper as can be made, it costs only 2.9°% more. At so 
little difference in cost, such extra effectiveness is true economy. 
THE STRATHMORE BUSINESS PERSONALITY CHECK LIST shows all the ways in 
which a business is seen and judged by its public, gives all the appearance factors 


important to your business. Write on your business letterhead for this check list. 
Dept. PH3 STRATHMORE PAPER COMPANY, WEST SPRINGFIELD, MASSACHUSETTS. 


SPRATT MORE occ 
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BOND and STRATHMORE 
PARCHMENT. 
When you specify these 








papers, you buy quality 





and reputation that THEY 








appreciate...and YOU get 


the most for your com 








pany’s money. 











This series appears in: 











TIME 
BUSINESS WEEK | 
FORBES | 
NATION’S BUSINESS 

ADVERTISING & SELLING 

PRINTERS’ INK MONTHLY 

SALES MANAGEMENT 

TIDE 
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--.- THE MEASURE 
OF PURCHASING 


Two elements enter into 
the measure of purchasing ef- 
ficiency: Price; and quality. 

In the matter of checking 
prices, the “P. A.” reigns 
supreme. 


In the matter of checking 
quality, Electrical Testing 
Laboratories can often pro- 
vide money-saving help. 


For more than forty years, 
E. T. L. has been getting the 
facts of quality for the electri- 
cal industry. 


Today with facilities for 
electrical, mechanical, chemi- 
cal and photometric study, we 
can help you determine, by 
test, the quality of many prod- 
ucts which you buy in quan- 
tity, such as coal, oil, paint, 
paper, steel and soap. 


The cost of an E. T. L. test 
report is comparatively low; 
and its value is often far 
greater than its cost. 


For more complete informa- 
tion, ask for a copy o! the 
booklet, ‘‘Laboratory Serv- 
. 3° 
ice. 


ELECTRICAL 
TESTING 


LABORATORIES 


East End Avenue and 79th Street 
New York, N. Y. 
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Back Orders 


To the Editor: 

Back orders resulting from in- 
complete deliveries are one of the 
most undesirable and unprofitable 
items a jobber can have, as well as 
being a source of annoyance and 
dissatisfaction on the part of the 
customer. There are two important 
causes for this condition—namely, 
lack of proper cooperation between 
the purchasing and stock depart- 
ments, and incomplete orders from 
the salesmen. 

The first cause, lack of coopera- 
tion between the purchasing and 
stock departments,can only be reme- 
died by having the stock depart- 
ment give greater attention to the 
accurate checking of stock and the 
continual checking of it so that 
there will be no ‘“‘holes’’ made in it. 
A system should be devised whereby 
the stockman should make frequent 
stock reports on seasonable and fast 
moving merchandise, and plan to 
check these items often enough to 
prevent any items to become sold 
out orexceptionally low. Whenever 
he finds these items in such condi 
tion, he should immediately report 
the situation to the purchasing de- 
partment so that the merchandise 
may be ordered promptly. 

The second cause, incomplete 
orders from the salesmen, seems in- 
excusable. Few salesmen are so 
busy on the road that they cannot 
take five or ten minutes before mail- 
ing in their orders, to re-read them 
and make any corrections neces- 
sary. It would certainly be to their 
advantage to do this. 

A back order means an additional 
expense to the customer, as well as 
disappointment, hard feelings, and 
disagreements. In a great many 
cases you will find that the customer 
will tell the salesman not to back 
order any items on his order. He 
would rather cancel them than back 
order them. The customer knows 
that he will have to pay the trans- 
portation charges, and it is not his 
fault that the jobber has not the 
listed item in stock at that time. 

I have seen the case where a job- 
ber will back order an item on which 
he was completely sold out, and 
then have the customer inform him 
the next day that he had purchased 
it from another jobber in the same 
city. The customer then naturally 


wonders why his jobber can't pick 
this item up for him. 

One generally satisfactory way of 
handling the back order problem is 
for the jobber to back order the 
item and to write his customer 
promptly, telling him that it was 
necessary to back order the item 
and also advising him of the prob 
able date whén he expects to be able 
to furnish this particular merchan- 
dise. In connection with this letter, 
the jobber should also ask the 
customer whether he wants the 
goods shipped on back order when 
they arrive or whether the item 
should be cancelled. 

A form letter similar to the follow- 
ing example may be used to good 
advantage. The letter can be 
printed or mimeographed so that it 
is necessary only to fill in the items 
and the dates: 


Dear Sir: 

Thank you for your order of (A pral 11th 
which we are shipping today by freight, 
except the following: 

(1-CP 143 Clutch Plate) 
Our stock of this item is temporarily 
exhausted. We will make shipment on 
(A pril 18th) if we do not hear from you to 
the contrary. 


Yours truly, 
X. Y. Z. Company 


When such a plan is used, the 
customer has the option of cancel- 
ling the item and trying to secure it 
somewhere else, or he may let the 
back order ride as it is. He will 
certainly appreciate the jobbers 
letting him know why the item was 
not shipped and when he may ex- 
pect shipment. 


Ceci, H. HERRING 
Asst. Purchasing Agent 
N. H. Bragg & Sons 
Bangor, Maine 
Sept. 17, 1938 


Read and Re-Read 


To the Editor: 

My PuRCHASING reaches me regu” 
larly. and I find it very interest- 
ing. Not only for myself, but 1 
gets passed around so that when 1t 
gets back to my files it is rather well 
worn. At least four people other 
than myself read it with interest. 

W. M. BALDRIDGI 
San Juancito, Honduras 


Aug. 13, 1938 
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They keep 
their 


YES 


on the 


ORK 


instead of the 
Keyboard 








Consider not only the speed of the Underwood 
Sundstrand. Think of the ease of operation— 
the saving of eye-strain—the saving of hand 
travel—the freedom from head-swinging 
fatigue. On this modern adding-figuring 
machine, there’s no need to swing your head 
from keyboard to work. One hand stays on 
the simplified ten-key keyboard. The other 
hand and the eyes follow the work! 


The Underwood Sundstrand adds, subtracts, 
multiplies and divides with an ease that is 
astounding. With only ten numeral keys to 
operate, touch-figuring develops naturally as 
it is simply a habit you acquire in an incred- 
ibly short period of time. 

Let us demonstrate the new Underwood 
Sundstrand on your own work in your own 
office. We believe you will find it faster and 
so much easier and pleasanter to operate that 
you will want to switch to an Underwood 
Sundstrand immediately. 


Write or telephone our nearest Branch for a 
free trial today. 
ry + y 
Adding Machine Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


Adding Machines . . . Typewriters . . . Accounting Machines 
Carbon Paper, Ribbons and other Supplies 


One Park Avenue, New York, N. Y. 
Sales and Service Everywhere 
Underwood Elliott Fisher Speeds the World’s Business 


OcTOBER 1938 


3996 Items Per Hour 
Miss Catherine Norwood of Baltimore demon- 
strates speed of the Underwood Sundstrand in 
stop-watch test and in the presence of two 
witnesses. 


5192 Items Per Hour 
Miss Lillian Dietchman of Philadelphia operating 
an Underwood Sundstrand. The stop-watches 
registered more than 86 items per minute. Note 
that her eyes are on the work—only her right 
hand és on the keyboard. 


NUMERAL KEYS.. 
that’s all! 


A 
vA A 
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Copyright 19388, Underwood Elliott 


Underwood 
Sundstrand 


adding -figuring 


machines 
Fisher Co. 
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y ou may haveall the latest gadgets, 
the finest system and the most effi- 
cient help—and still there may be a 
little ““darky”™ stealing your profits, 
wasting your time, nullifying many 
other efforts. 

This ‘‘nigger in the wood-pile” of many 
offices is the use of the wrong typewriter 
ribbons and carbon papers—ribbons and 
carbons that give needless expense, wasted 
time, poor service. 

The right ribbons and carbons for your 
particular requirements will catch this nig- 
ger and abolish him. You don’t need to 
guess about it—just ask Columbia to 
check on your needs and write the pre- 
scription. Columbia will see to it that 
you get the most for your money in 


LENGTH OF SERVICE CLARITY OF WRITE 
LEGIBILITY OF RESULTS 
SUITABILITY FOR THE WORK REQUIRED 


Call on the nearest Columbia office now for 
recommendations, without obligation. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory 
Glen Cove, L. I., New York 
BRANCHES 
New York, Chicago, tno yy mtg Pittsburgh, 
Cincinnati, Nashville, New Orleans, 
Kansas City, Milwaukee, 
Minneapolis 
iii 
MILAN, 
ITALY 


LONDON, 
ENGLAND 


SYDNEY, 
AUSTRALIA 





More 
for Your Money 


N ONEY IS IMPORTANT only for 
1 I what you can buy with it 
What you buy is important only for 
And 
greater satisfaction is the only thing 


the satisfaction it gives you. 


that is important in getti nor¢ 
for your money. 

That is why the service of adver 
tising is so helpful. Merchants and 


manufacturers advertise primarily 
to sell their goods, but in the long 
run no advertising can be successful 
unless it helps the consumer to get 
more for his money. The most im 
portant business job that each of us 
has to do, next to earning an in 
come, is to buy the best possible liv 
ing which that income can 


Wherever we go, at any 


afford. 


day or night, we constantly see and 
hear many kinds of advertising. On 
all sides, industry offers its wares, 
presenting an enormous show win 
dow of everything that money can 
buy. Nothing is 


Beans, movies, garters, automobiles, 


overlooked 


oranges, refrigerators, fishing poles, 
asphalt paving, and correspondence 
You what you 


want and spend your money accord 


courses. decide 


ingly. Advertising gives you a 
world’s fair in motion, a continuous 
parade of merchandise. The mort 
you see of it the more you know 
about the world’s goods and the bet 
ter you know how to make your 
material life a happy one. 

By serving the interests of con 
sumers everywhere, advertising does 
a very important job for industry. 
It is the only means by which the 
huge quantity of goods produced 
today can 


market. 


rapidly be moved to 
Advertising is the most 
economical and most efficient part 
of the selling process and if it were 
to be discontinued we would have to 
slip back to a much slower pace with 
a far smaller volume of 
divide among us. 
Without this modern high-speed 
marketing machinery Ford, Chevro 
let, and Chrysler automobiles would 


voods TO 


time of 


cost much more because fewer 


would be made. The same is true 
and 


frozen foods, all of which owe their 


of fountain pens, radio sets, 


wide distribution to advertising, 
Chus advertising, with all its helpful 
information, the 


nothing, and brings many articles 


costs consumer 
within reach of the common man’s 
purse. 

Advertising has also put identify- 
ing trademarks on food, clothing, 
and nearly everything else you buy, 
standardizing the product of each 
advertiser. If like a 
brand you buy it again, and if you 
don’t like it you avoid it 


you certain 
the trade- 
mark tells the tale and advertising 
puts the trade-mark on the goods. 
If you want to know what you're 
getting you buy a well-advertised 
product, made by a manufacturer 
in whom you have confidence. 

3ecause there is so much adver- 
tising in this country, we are the 
best-informed people in the world 
on what there is to buy and where to 
buy it. Because advertising is an 
economical salesman, we can buy 
things cheaper and the country is 
more prosperous. Because adver- 
tising identifies products, we can 
buy with greater confidence in their 
quality. 

Advertising is one of our greatest 
helpers in the important problem of 
getting more for our money. 

One of a series of short talks on adver- 
tising, prepared and copyrighted by th 
Bureau of Research and Education, Adver 
tising Federation of America 


CoOL. WAYNE R. ALLEN, Purchas- 
ing Agent and Chief Administrator 
of Los Angeles County, and Com- 
manding Officer of the 160th In- 
fantry, California National Guard, 
was grand marshal of the American 
Legion parade on the occasion of the 
Legion convention in Los Angeles 
last month. 
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CRANE 
SCREWED 
FITTINGS 

FOR POWER 
PLANTS 
AND 
FACTORIES 


Crane’s line of 
cludes not mers 
hundred types 
in most con 
but a total of 

10,000 separa 
tinct items i 

malleable iro: 


ELBOWS — 902, 672°, 60° 
45°, 30°, 224491149, and 5°%° 
Street, Long Sweep, Side Out 
let, Drop, Hub Vent 


TEES — Service, Four-Way, Drop 
Tees, Long Sweep, Double 
Sweep, Wash Tray 


U) 


COUPLINGS —Right Hand, Righ 
and Left, Half (Also Wrough 
lron), Reducers, Increasers 


BUSHINGS — Outside and In 
side Hexagon, Face, Eccentric iy 


OF CRANE ene 
SCREWED FITTINGS - & 
ARE FOUND FIT oD | 


Countersunk, Bar, Barrel 
Last year, out of the millions upon millions of tae) 
Crane screwed fittings sold, only one in every — 
290,000 was reported unusable. Striking proof Femele Ai Pomp | 
that —in fittings as in valves — amy 
Z g 
ITS WHATS INSTIOE THAT COUNTS f Tees with Union on Run or Outle 


A CRANE FITTING FOR EVER 
PURPOSE— The screwed fitting 


VALVES * FITTINGS ¢ PIPE 


PLUMBING e HEATING « PUMPS 


iCRAN 


Female, 90° and 45° Elbows#m 
CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE., CHICAGO, ILLINOIS 


NATION-WIDE SERVICE THROUGH BRANCHES AND WHOLESALERS IN ALL MARKETS 


shown above are only a few off 
the scores of different typeq 
ore Murekeliicehiout emi Meclulel(ir: | 
Crane line includes banded andy 
plain patterns, black or galvan@ 
ized, in a wide range of straigh#l) 
and reducing sizes; in four presi 
sure classes in malleable irom 
and five in cast iron. 









































F. q. B. 


(Filosofy 


Dear F. O. B 

I have read with considerable relish the expression of ‘‘Filosofy”’ 
in the September issue. I wish that you would write an equally 
clear and humorous size-up of the situation caused by various 
requisitioning parties around a plant waiting until the last minute 
to put in requisitions and having most of them (RUSH) accord- 
ingly. If you can get the muse to working and write another one 
as per specifications above, it is my intention to clip them both 
out, put them side by side in a frame, and hang them in a promi- 
nent place in my office 

R. Roy Evans 
Purchasing Agent 
J. B. Klein Iron & Foundry Co. 

Oklahoma City 
Sept. 27, 1938 

Try to frame me, would you? Well, here y’are, Roy. Tailor- 
made, and we hope it fits. F. O. B. will be looking for that 
office decoration when he gets back to Oklahoma City one of 
these days. It’s the first time he remembers being hung, though 
it has been threatened more than once, and for less cause. 


TOMORROW 


The final can of cleaning dope was dumped into the 

vat, and the workman tossed the can upon the floor. 

And as he dusted off his hands, he told himself, ‘‘That’s 

that. I think I’ll ask the super for some more 
-Tomorrow.”’ 


Next day the super got a note that cleaning dope was 
out, and jabbed it on his file. He said, “I guess I'll 
have to see what all these notes and papers are about. 
I'll find the time to straighten out this mess 


Tomorrow.”’ 


Day after that he sorted the accumulated scores of 
slips—the job was tedious enough. | “‘I’ll write the 
requisitions out and send them up to stores, and ask 
the clerk to issue out the stuff 

Tomorrow.”’ 


The stockroom clerk was busy on an inventory check, 
and he softly cursed and muttered to himself, when the 
super’s requisitions were shoved in at him, “O heck! 
I’m-pretty sure there’s plenty on the shelf 

until Tomorrow.”’ 


But early on the morning of the next succeeding day, 
he found no can to justify his hope, and he scrawled an 
urgent requisition for the poor P. A.: “Order a case 
of standard cleaning dope. 

Rush! Tomorrow!”’ 


And the poor P. A. still wonders why the super and 

the chief landed upon him like a ton of brick, and 

blamed him ‘cause the cleaning room was running into 

grief. ‘‘When we need dope we have to have it quick 
— Yesterday!” 
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of Buying) 


NFORMATION, please. Dick Brown reports, in 
The Southwestern Purchaser, the case of James A 
Beeley, purchasing assistant with the Texas Pipe 
Bending Co. of Houston, who won prize money on three 
successive trips to a local theater, answering questions 
fired at him by the redoubtable ‘‘Prof. Quiz.’’ If this 
Professor were nearly as smart as he is cracked up to 
be, he wouldn’t tangle with purchasing agents. 


The prognosticators who have been figuring the 
probable effects on industry and prices in case 
of a war, will have to start all over from scratch 
now that (as Lee Bussmann remarks) peace has 
broken out in Europe. 


HE Old Line Buyer, who is slightly on the fas- 
T tidious side, has had a difficult summer, what with 
all the sweaty paws that nine out of ten callers cordially 
thrust at him as they approach his desk. Also, he is 
still nursing a tender hand from a recent encounter 
with one of Dale Carnegie’s disciples who makes it a 
point to express his personality by beating the other 
Conse- 
quently he has done a little research on the subject 
of handshaking, and finds: 


{1 


fellow to the grip and giving a hearty squeeze. 


That to extend the right or sword hand origi- 
nally symbolized an unarmed approach, which is scarcely 
ynsistent with some of the guile, the high pressure, and 
the unlimbering of the heavy guns of reciprocity that 
characterized several of the ensuing interviews. 

(2) That the custom of handshaking did not origi 
nate as a Salutation but as an act of binding a contract, 
which would indicate that it ought to be confined to 
those interviews resulting in an order, and should then 
come at the conclusion of the session rather than at the 
beginning. 

(3) That the wise and civilized Chinese follow the 
custom of shaking hands with themselves upon meeting 
a friend, which strikes the Buyer as a more sanitary 
arrangement and eminently appropriate as symbolizing 
a mutually satisfactory transaction, in which each 
party feels like congratulating himself. 

Meanwhile he has cultivated the habit of picking up 
a pencil in his good right hand whenever a salesman 
approaches, and clings to it rather obviously through- 
out the interview. It discourages promiscuous offers 
of handshaking, and he hopes that it tempers the 
apparent discourtesy of his failure to respond. 


PURCHASING 





























ts, in 
es A, 

Pipe 
three 
Stions 
f this 
up to 


e fas- 
t with 
‘dially 
he is 
unter 
Sita 
other 
“onse- 


ubject 


origi- 
arcely 
e, and 
y that 


origi- 
itract, 
1ed to 
1 then 
at the 


w the 
eeting 
nitary 
ylizing 

each 


ing up 
esmali 
-ough- 

offers 
rs the 


[ASING 








JUST A 


“K'LASH in the PAN” 
” 


IS THE RECENT IMPROVEMENT in economic affairs simply a 
“flash in the pan”’ to be followed by a severe set-back? 


MUST UNSTABLE ECONOMIC OBSTACLES such as politics, 
mounting national debt, unorthodox experimentation be 
hurdled before full recovery comes to stay? 


FUNDAMENTALLY—SIGNALS ARE ALREADY SET which to 
many observers seem to indicate that basic recovery is now on 
the march and that 1939 will see higher prices. 


COMMODITY PRICES TO DATE have shown no disposition to 
assume leadership. This may be judged as healthy but with 
economic betterment a possibility before the end of 1938, 
what’s ahead for certain prices? 


In just such a period the McGill Commodity Service can be of 
its greatest value to clients by keeping them informed of pos- 
sible price trends in all basic commodities. 


Write to address below for sample copies. No obligation. 





MecGILL COMMODITY SERVICE - Auburndale, Mass. 





EFFICIENT BUYING IS THE KEY TO PROFITS TODAY 


——— 





OCTOBER 1938 
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Highest Quality . . Year after year uniformity . . Plus accurate heat 


treatment data with every shipment of Alloy Steel..All at no extra cost 


Ryerson Certified Steels offer vou 
the maximum value for your steel dollar. 
They represent the highest quality obtain- 
able in each classification. They are con- 
trolled by definite specifications based on 
the requirements of each particular type. 

On the alloy steels, where results 
are dependent on heat treatment, Ryerson 
selects whole heats, analyzes and tests for 
heat treatment response, in order to secure 
higher quality and greater uniformity — 
then sends complete heat treatment data 


with every bar shipped. You know exactly 


Principal products in stock for Im- 
mediate Shipment include— Bars, 
Structurals, Plates, Iron and Steel 
Sheets, Tubing, Shafting, Strip Steel, 
Alloy Steels, Tool Steels, Stainless, 
Babbitt, Welding Rod, etc. 
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what vou are vetting. This accurate data 
saves much costly testing and assures better 
results in less time. This added service is 
given without additional cost or obligation. 

We will be glad to tell you more 
about Ryerson Certified Steel—which is, 
in truth, a bargain when uniform quality 
and dependable results are considered. 
Bulletin LO provides complete informa- 
tion on the Ryerson Certified Steel Plan. 
The Ryerson Stock List gives descriptions, 
extras, sizes and lengths of all steel in 


stock. 


Joseph T. Ryerson & Son, Inc. Plants at: Chicago, 
Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, 
Buffalo, Boston, Philadelphia, Jersey City 


TEELS 
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Another Opportunity 


: c IS NOW quite generally conceded that industry and government 

cooperated to muff a great opportunity when NRA was permitted to 
degenerate into a bargaining process in which uneconomic and monopolistic 
price practices were condoned on an industry-wide scale as the compensation 
for more favorable rates and hours for labor. That plan was doomed to 
failure from natural causes, quite aside from the judicial rulings that ter- 
minated its regime, for the two elements of this bargain had little common 
ground. 


A new opportunity is now at hand, in the study being conducted by 
the National Economic Committee, which has been popularized, perhaps 


eat unfortunately but not without reason, as the Monopoly Inquiry. The 
7 poly inquiry 

approach to the problems of industrial recovery and regulation is a direct 

‘ost about-face from NRA philosophy, which consistently sought to shield 





industry from the rigors of competition. The keynote of the present study 
, is contained in the President’s statement: ‘‘The enforcement of free com- | 
data petition is the least regulation business can expect.” rf 
‘tter 

That reasoning is in line with the contention of the Consumers’ 
‘e18 Advisory Board of NRA, on which purchasing men played an influential 
part. Discredited then, it is significant now that the spade-work of the 
present study has been placed largely in the hands of economists who were 
also active in Consumers’ Board work and who are sympathetic to the 
buyers’ viewpoint strictly on the basis of its economic soundness—for they 
hh is. have no personal interest in any distortion of the facts. 


ion. 


hore 


lity The fundamental data being essentially the same, and in the hands 
of men whose belief and thinking are known, the general tenor of their 
findings may be predicted with reasonable accuracy. There then remains 
Pima: the big question of what will be done with those findings when the Congres- 
sional and Administration committee starts to translate them into legisla- 
‘lan. tive recommendations. If it turns out to be simply another case of witch- 
hunting or an anti-trust crusade in the older sense of the term, the whole 
study will be as fruitless as the previous effort. 


red. 


ons, 


| in 





Some lessons are obvious from NRA experience: that all industry 
cannot be made to conform to a single, simple formula; that the road to 
recovery has no short-cut to avoid facing unpleasant necessities; that you 
can’t bargain with economic principle. 


hicago, 
veland, 
City. 


The traditional pricing systems will be strongly and ably defended, 
of course. A reasonable approach would be to evaluate each such custom 
by asking what it has succeeded in doing for the industry—in meeting its 
social responsibility, in promoting production and extending the use of the 
product, and in earning a necessary profit. If the answer is favorable on 
all counts, there is no valid reason for disturbance or change. Results, 
not theory, should be the standard and the goal. But there will be some | 
time-hallowed customs that do not stack up so well under such a question. 
If they can be improved, those industries should be the first to welcome an 
adjustment to some better plan. 
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The «Feel of the 
Metal Markets 


Statistics do not always tell the complete 


story, and the seasoned observer frequently 


senses other and earlier market indicators 


HAROLD A. KNIGHT 


Metals Editor 
New York Journal of Commerce 


HEN L. S. CarTEs, president 
Wai the Phelps Dodge Copper 
Corporation, returned from Europe 
in September wise followers of the 
copper market remarked that there 
would probably be a rise in the 
price of copper the coming week. 
Copper did rise an eighth of a cent 
per pound. These observers had 
the ‘feel of the market.’ They 
knew that Mr. Cates had been the 
leader in advancing copper prices 
the past few years. They knew 
that he was an independent actor 
in affairs of the copper industry. 
They remembered times before when 
Phelps Dodge advanced copper 
prices and other producers did not 
follow, resenting somewhat perhaps, 
the self-appointed leadership of Mr. 
Cates. 

In September of this year the ob- 
servers opined that Mr. Cates had 
a pleasant and restful trip and was 
“all set to go’ upon his return. 
Moreover he gave out an interview 
to the effect that copper consump- 
tion in Europe was highly satisfac- 
tory, particularly in peace-time elec- 
trification work, the most satisfac- 
tory kind of copper consumption, 
one not dependent on the vicissi- 
tudes of war. 

Purchasing agents, investors in 
commodities, etc. who had this 
hunch about the forthcoming ad- 
vance in the price of copper fol- 
lowing Mr. Cates’ return and who 
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acted upon it doubtless profited. 
On the day that copper was ad 
vanced following his return, Ameri- 
can copper sales were nearly twenty 
times the volume they had been 
running. Perhaps the bulk of the 
purchases were at the old price, pro- 
ducers having protected consumers. 
Probably, however, many purchases 
were made at the new price. It 
pays to understand the markets and 
know their whims—but why do we 
try to tell purchasing agents that? 

Lead price changes usually move 
in a series, and it is easy for the 
purchasing agents to get in on the 
knockdown count at about two or 
three, or before the full ten counts 
have been made, so to speak. The 
tin market follows the stock market 
unusually closely. The zinc market 
often depends on the price ideas of 
one producer, who does not ‘‘play 
ball’”’ with the other producers in as 
team-like a fashion as it is under- 
stood in producer circles that the 
game should be played. 

The price of cadmium was declin- 
ing in September at the time that 
the major metals were advancing. 
The price of nickel has been un- 
changed for seven or eight years. 
The price of aluminum changes not 
more often than a new calendar is 
tacked toa wall. The price of anti 
mony was declining this past fall 
at the time that other metals were 
rising and because a second Ameri- 


can producer had entered the field 
to help capture all local antimony 
business away from the Chinese. 

Thus each metal has its character- 
istic movements and the fellow who 
can best understand them saves 
his company the largest amount of 
money. There are of course a few 
observations common to all metals 
Thus three months supply, as shown 
by monthly statistics, is about nor- 
mal. The number of months’ sup 
ply is learned by dividing the ship- 
ments for the last month reported 
into the surplus stocks at the end of 
that month. The situation in cop- 
per changed very rapidly from 
spring to late summer. In_ the 
spring, shipments, or deliveries, had 
been extremely small and _ stocks 
were very large, so that about eight 
months’ supplies were the result of 
the division. However when the 
August figures were issued the situa- 
tion had been so improving month 
by month that the stock was back 
to the three months’ surplus. That 
was perhaps one of the reasons why 
Mr. Cates advanced the price an 
eighth of a cent in September. 

Again, the European metal mar- 
kets are greatly affected by the rises 
and falls on the New York Stock 
Exchange, at least for daily fluctua- 
tions in prices. On the long term 
change, however, the metals statis- 
tical situation itself has more weight. 
Since there is a 4-cent duty protect- 
ing copper from foreign competition, 
the American price is not so much 
affected by world markets; at least 
it is not influenced by the danger of 
foreign copper coming here. As a 
matter of fact, since Americans are 
such prominent exporters of copper 
the home price is usually moved in 
step with the foreign market 

In the case of lead and zinc, how- 
ever, the American metals are quite 
susceptible to foreign price influ- 
ences since the duty on lead ore 1s 
only 1'/2 cents per pound and the 
duty on pig lead 2'/s cents per 
pound, while the duty on slab zinc 
is 1°/, cents per pound. In the case 
of lead, the duty on ore is the more 
vital factor, since Mexican ore can 
be shipped to the United States and 
refined here and has only the 1'/+ 
cent hurdle to overcome. 
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Thus, early in September of this 
year lead and zinc were ‘‘rarin’ to 
go’ places in this country but the 
low foreign prices held them back 
until about the middle of the month. 
The news of the formation of a lead 
cartel at London forced the price 
of lead one pound sterling per ton 
intwo days. Soon after, the Ameri- 
can lead producers began advancing 
the price for the first time in several 
months. 

Though weekly statistics of lead 
sales are confidential among the pro- 
ducers, one can learn from the trade 
journals and business newspapers 
the trend of sales, through such 
reports as that “producers are sell- 
ing their daily production two or 
three times over.’’ That probably 
means that they are selling 15,000 
tons of lead per week, which may 
indicate that an advance in price is 
coming. When the papers an- 
nounce that lead producers are refus- 
ing to sell against all inquiries com- 
ing in, but are compiling waiting 
lists to tend to on subsequent days, 
one may pretty safely conclude that 
a price advance is very near. After 
lead prices have been unchanged 
for many weeks and a price change 
takes place, there is apt to be a 
series of changes in the same direc- 
tion until the total change in the 
series has been $12 per ton. In 
other words the lead producers put 
into effect within a limited time the 
reflection of the changes in condi- 
tions which had been taking place 
quietly for perhaps several weeks, 
or months. 

Lead producers tend to guard 
against overpurchasing by limiting 
sales to the current month and the 
month following. In the case of 
copper, sales three months ahead 
are customary; while in zinc, buy- 
ing nine months ahead is frequently 
done. These differences are due 
to the customs of the trades, as 
molded by past experience. In the 
case of zinc, the steel makers are 
the chief buyers, and they in turn 
have to announce their prices four 
months in advance, hence may like 
to buy their zinc far ahead. 

As remarked above, zine produc- 
ers have to let out and take in their 
price sails, so to speak, according 
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to the way the wind is blowing with 
one producer who maintains an in- 
dependent attitude. Perhaps the 
other producers feel the time ripe 
for an advance in price and take that 
action. But this one, whom we will 
designate as ‘‘I’’ because of his inde- 
pendence, will wish to fill his books 
with more orders, continues to quote 
the old price for perhaps several 
days. ‘I’ will probably, too, be 
the first one to reduce prices, and 
others will reluctantly follow since 
a market is no stronger than its 
weakest seller, especially in standard 
commodities such as metals. 

In recent years lead and zinc 
prices have been moving almost 
simultaneously and on the same 
At the middle of September 
each metal was advanced $2 per 


levels. 


ton and to the same price, 4.85 
cents per pound, East St. Louis. 
This twinship would seem to be 
mostly coincidence just now, for 
history does not show the two metals 
invariably the samie in price. 

Zine producers naturally keep an 
eye on steel operations, since steel 
More spe- 
cific information is that issued each 
Tuesday by the National Associ- 
ation of Flat Rolled Steel Manufac- 
Thus in early 


is their best customer. 


turers, Pittsburgh. 
September galvanized sheet manu- 
facture was close to 60% of capacity 
as against 45°; for the steel indus- 
try asa whole. Little wonder that 
the price of zinc was marked up at 
the middle of the month. But the 
purchasing agents had ample warn- 
ing. 

Though weekly sales, shipments 
and unfilled orders of zinc are sup- 
posedly confidential from the offices 
of the American Zinc Institute, they 
are not so closely guarded and find 
their way into the press. 
fidential figures should of course be 
published, for ‘““knowledge is power”’ 


More con- 


for all concerned. 
should be as much desired by the 
seller as by the buyer. 


A wise purchase 


Witt C. McGraw, formerly pur- 
chasing agent for the Iron & Steel 
Division of Buhl Sons Co., Detroit, 
has joined the sales organization of 
the Great Lakes Steel Co. 





USED FOR 
THOUSANDS OF 
FABRICATED PARTS 





Tell us your FABRICATING PROB 
LEMS. We will gladly send samples 
and suggestions without obligation 
We do not fabricate above parts our 
selves. 


ROUND, SQUARE or HEXAGON 
rods available in all sizes from ! 
to 3'/. inches. 


UNIFORM TEMPER assures smooth 
grain and finish which greatly pro 
longs die and tool life. 


FREE-CUTTING BRISTOL ROD in 
creases production .... edges and 
faces are held sharp and true... 
finished product is clean and bright 


SPECIAL BRISTOL ROD is made for 
full knurling, free turning and 
swaging, also for welding, repairing 
and forging. 


THE 
BRISTOL BRASS CORP. 


BRISTOL, CONN. 
Brass and Copper Alloys 


SHEET - ROD - WIRE 
Established 1850 
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How SCHRAFFT’S Buys 


LMOST IN THE shadow of historic 

Bunker Hill Monument at 
Charlestown, Mass., stands the 
modern plant of W. F. Schrafft & 
Sons Corporation, a name that has 
for many years been generally 
recognized as standing for leader- 
ship in the making of fine con- 
fectionery. Spotless in its appoint- 
ments and thoroughly equipped 
with the automatic machinery and 
air conditioning system that make 
for close control of quality in 
production, the plant is also a 
model of management control over 
operations, resulting in exceptionally 
smooth and efficient manufacturing 
procedure. 

The building itself has been de- 
signed to permit a straight-line flow 
of the raw materials from the time 
they are received, on through the 
various stages of the production 
process, to the packing room. Here 
the stream is joined by a similar 
line that has been coming through 
the box department, and expert 
packers put the two together to 
produce the strikingly attractive 
packages that presently appear on 
thousands of store counters to at- 
tract and to satisfy the lover of 
sweets. 

It is obvious that this carefully 
planned layout and procedure would 
quickly be nullified by any failure 
on the part of the supply organiza- 
tion to have the necessary materials 
ready at the proper time and in the 
proper quantity. This is particu- 
larly true in a business requiring 
absolute freshness of product at 
all times and a minimum of han- 
dling, and in which the possibilities 
of waste and spoilage are very great. 
Consequently the purchasing de- 
partment has been organized to fit 
very definitely into this general 
operating plan, and the outstanding 
feature of its procedure is the close 
coordination with the planning and 
production departments. 

As a matter of fact, the heart of 
the system—an efficient planning 
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Close coordination between planning 
and purchasing departments insures 
a smooth, efficient service of supply 


department and a comprehensive 
master stock book—was developed 
directly through the purchasing de- 
partment, though both of these are 
now technically apart from the 
actual buying organization 


Personne! 


The buying department, as dis- 
tinct from the staff handling stock 
records and control, is relatively 
small and quite informally organized 
so far as titles are concerned. The 
purchasing agent directs the policies 
and activities of the department, 
and does the purchasing of raw ma- 
terials such as cocoa, sugar, flavors 
and milk; advertising materials, 
and outside boxes. He also nego- 
tiates the major purchases which 
are made on a contract basis. 
Working with him are two buyers, 
each handling specific commodity 
groups. Six assistants take care of 
the stenographic and clerical work, 
order writing, filing, and checking 
of invoices. This compact organiza- 
tion purchases upward of two and 
a half million dollars’ worth of ma- 
terials annually. They have the 
first and final contact with all 
vendors. Even on such _ special 
materials as fancy box cover papers, 
the designers work through the 
buyers in finding what is available 
and in making their selection. 

Edgar H. Purchasing 
Agent, came into the Schrafft or- 


Savage, 





No. 10 


in a series of case studies out- 
lining the actual organization 
and procedure in representa- 
tive purchasing departments 











ganization in 1906 after serving 
his business apprenticeship in the 
purchasing department of the Bos- 
ton & Maine Railroad and with the 
Medford Woolen Manufacturing 
Company. Starting as a stock clerk, 
he took over the purchasing duties 
in 1908 and became purchasing 
agent the following year. He is to- 
day a member of the company’s 
Board of Directors, as is Mr. Sidd, 
who went from purchasing to es- 
tablish the planning department 
some years ago. The high impor- 
tance with which the procurement 
of materials is regarded in this 
company is clearly evidenced by 
this participation of purchasing 
executives in the general manage- 
ment. 

William Seldon came with the 
company nineteen years ago, after 
a diversified business experience in 
brokerage, automobiles, and with 
the Associated Fruit Industries 
He has commercial college training 
and has done extension work in 
business subjects at Boston Uni- 
versity. His first assignment at 
Schrafft’s was checking the receipt 
of materials. Later he became 
assistant to Mr. Sidd as a buyer, 
and now does the purchasing of 
mechanical goods and equipment, 
maintenance and office supplies, 
candy findings and wrappers. He 
is also in charge of the sale of waste 
materials, metal scrap, sugar barrels, 
burlap bags, and the like. 

Robert H. Sibley entered business 
after two years at Harvard. His 
purchasing experience includes sev- 
eral years at Calcutta as a buyer of 
jute for the Ludlow Manufacturing 
Associates, and a period as buyer of 
office supplies and advertising ma- 
terial for the L. P. Hollander dress 
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He has been with Schrafit’s 


shops. 
eleven years, buying for the print- 
ing department—paper, plates, box 
tops and miscellaneous advertising 


material, and for the box depart- 
ment—board, foil, 

All three of these purchasers are 
members and workers in the New 
England Purchasing Agents As- 
sociation, and have held responsible 
offices in that organization. Mr. 
Sibley is on the Board of Directors 
at the present time. Mr. Savage 
was particularly active in the earlier 
days of the 
terms as 


adhesives, etc. 


association, serving 


several treasurer, vice 
president and director from 1915 
through 1925. 


Planning and Stock Control 


Sam Sidd, who organized the 
planning department and has headed 
it ever since its inception, was 
drafted for that assignment from 
his position as a buyer. Primarily a 
job of foresight and coordination, it 
was recognized that a purchasing 
man was best fitted to undertake 
and direct this activity, by virtue 
of his intimate knowledge of the 
materials that go into the product, 
as well as from his contacts with 
the varied phases and requirements 








































of the 
was a 


company’s operation. It 
difficult and complicated 
project at the start, but has proved 
to be a highly effective means of 
control, well worth every bit of the 
time and effort spent in developing 
it. 

The function of this department 
is to schedule manufacturing opera- 
tions on the basis of orders received 
and the normal seasonal demand 
which experience has shown may be 
expected to develop. This permits 
manufacture to be carried on in 
economical quantity lots, the com- 
bination of related items and opera- 
tions, and similar sound manufac- 
turing economies, all without the 
risk of building up excessive or un- 
balanced inventories. 

A fundamental part of the plan 
necessarily relates to the materials 
It has 
been developed so that the pur- 
chasing department is apprised well 
in advance regarding these probable 
production that 
there is little danger of emergency 
rush requisitions and small likeli- 
hood of starting an item in produc- 
detail of box 
tops and findings is amply provided 
for. It is likewise a dependable 


required in manufacture. 


requirements, so 
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guide to purchasing in guardil 
against overbuying of an item, a1 
makes possible the combination 

requirements to permit 
buying, at the same time keepin 
inventory at a reasonably low level 
The advantages of this system, fro1 
the purchasing standpoint, ha 
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Figures 1 and 2. 
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The stock books are the heart of the purchase control system 
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been so clearly demonstrated that 
it is the constant effort of the pur- 
chasing department to get as many 
items as possible listed on the stock 
books in order that their procure- 
ment may be handled through the 
routine thus established. 


Master Records 


Production plans naturally deal 
with the finished box or item which 
is to be made and sold. Purchas- 
ing must break this unit down into 
the score or more of details which 
go into the making of that finished 
box. The connecting link between 
the two is an instruction sheet which 
is prepared for each different box, 
listing in detail every item required 
in its make-up, each in its proper 
quantity. 

These items in turn are individu- 
ally listed on separate sheets of the 
stock book, which is in charge of the 
chief clerk of the stock department. 
If an item is common to two or more 
different boxes, the record is auto- 
matically combined at this point, 
thus preventing useless duplication. 
Two different forms are used for 
this stock record, both designed 
for use in a loose-leaf binder. The 
larger one, measuring 18*/, K 12 
inches, is used principally for box 
materials and findings. The smaller 
form, 14 X 11'/, inches, is used for 
raw materials, miscellaneous paper 
items, and printed forms. As shown 
in the illustration (Figures 1 and 2) 
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WILLIAM SELDON 


these stock book sheets provide all 
the essential information for a con 
stant record and control of inven 
tory, correlated with requirements 
as indicated by the orders received 
daily for every number in the 
line. Thus the stock book is in a 
sense both a running inventory and 
a running requisition 

The stock department tabulates 
the orders received for each number 
each day, and by reference to the 
instruction sheets then enters on 
the stock book a record of the actual 
requirement represented by these 
orders. Since this entry appears 
on the same sheet with the record 
of stock on hand and on order, it is 
immediately apparent whether sup 
plies are adequately provided for 

Since adequate service to custo 
mers, economical manufacture, and 
economical purchase cannot be 
maintained on a basis correspond 
ing exactly to the daily volume of 
orders, this sheet also contains in 
formation pertinent to longer range 
planning—a tabulation of the quan 
tities used from month to month, 
and a comparative quarterly sum- 
mary of requirements for the pre- 
vious year and the current year. 
This is particularly advantageous 
in respect to box tops and findings. 

Raw materials are not subject to 
such a close check, and these are 
bought or contracted for at the dis 
cretion of the purchasing agent, 
though the stock record is main 


tained in the same way and provides 
exceedingly valuable guidance as 
quantity requirements. Factor 
supplies are not susceptible to such 


accurate control. But for th 


he 


t 
company’s product, the system has 


standard materials going into 


been a potent means of minimizing 
waste and obsolescence, and 
credited with holding down inven 
tories approximately one-third be 
low the level that was previously 
considered normal. 


Purchasing Procedure 


Under this plan, the requisitions 
on stock for intra-factory conversio1 
of materials are issued directly by 
the chief stock clerk as production 
orders are prepared by the planning 
department. Requisitions for the 
purchase of material also originat 
chiefly from this source, being set 
up in batches as the requirements 
appear. 

In order that the purchasing de 
partment may have flexibility 
planning advance purchases, th 
buyers are furnished periodically 
with a “Stock on Hand”’ report 
the various items and an “Advance 
Requisition Card’ for box ma 
terials. The regular requisition forn 
for purchased materials also cot 
tains a memorandum of the stock o1 
hand of that item. 

When requisitions are received 11 
the purchasing department, they 
are distributed among the several 
buyers according to the type of 
material requested. The mechanics 
of negotiation and selecting a source 
of supply follow the generally ac 
cepted course, and the purchas¢ 
orders are issued upon the vendors 
directly by the buyers. 

The purchase order is a thret 
part form. The original goes to th 
vendor. The duplicate, on white 
tissue, goes through the planning 
department to the receiving clerk 
and stockroom. The triplicate ' 
held by the purchasing departmet! 
until the order is completed, and 1s 
then filed. Each of the buyers 
maintains a tickler file on uncom 
pleted orders and does his ow! 
follow-up. A purchase record card 
file is maintained, arranged )) 
commodities, and showing the date 
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W. F. SCHRAFFT & SONS, CORP. 








order number, quantity, vendor, 
and terms of each transaction. 

When a delivery is made, the re- 
ceiving slip comes to the purchasing 
department, and is there correlated 
with the invoice. 

A rubber stamp on the invoice has 
Spaces for checking the following 
essential data: 

Date received 

Quantity 

Extensions 

Order number 

F.O.B. point 

Discount 

Receiving slip number 
Pass for payment 
Recorded in stock book 
Charge to 

Freight 

Insurance 

Teaming 

Storage 
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The duplicate copy containing 
this information is retained as the 
final record of the purchase. The 
other copy is sent from the pur- 
chasing department to the cashier 
with entries showing that the ac- 
count is Okayed for payment, the 
discount date, and the department 
for which the purchase was made. 
The voucher form shows the alloca- 
tion of accounts. 


Summary 


The purchasing plan briefly out- 
lined above cannot be _ properly 
evaluated by breaking it up into 
separate functions of planning, pro- 
duction, stores, and buying. These 
are all parts of a basic operating 
plan, and they have been so corre- 
lated and dovetailed as to achieve 
the best results with that objective 
always in view, with a positive 


3. Purchasing De partment Advance Reg- 
uisition Card. 

4. Information form on raw materials. 

5. Requisition on stock room. 

6. Order for intra-factory conversion of 
materials, issued directly by chief 
stock clerk on production orders. 

7. Requisition for goods to be purchased 

8. The Purchase Order form. 


control over each of the contributing 
factors. Purchasing is properly con 
ditioned by the manufacturing 
schedule which it serves. That 
schedule maintains an _ excellent 
balance between the policy of manu 
facturing to order and manufactur 
ing for stock. And the planning 
department provides a 
hensive working guide to present 
and prospective requirements, r 
ducing routine matters to a simple 
practical routine without sacrificing 
the flexibility essential to effective 
buying. 


compre 
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PLANT VISITATION 1938 


The Guide: 


“Now here’s a very ingenious machine thal we use in manufactur 
our hoozadingies. I have some order blanks here, 


ing 


and if any of you gentlemen 


would care to place a modest order we'll be glad to start up the machine for you.” 
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SALESMAN RECENTLY CALLING on 
the purchasing agent of the 
Mengel Company at Louisville, 
Kentucky, remarked, ‘‘I've 
coming here for three years and 
haven't landed an order yet, but I 
still like you and like to call on you. 
I'll be around again on my next trip, 
and some day my luck may change.”’ 
In these days when public rela- 
tions are regarded (and properly so) 
as a major factor and objective of 
every business transaction, and 
with a growing tendency to evalu- 
ate those relationships in terms of 
dollars and cents on an order form, 
the ability to create such an attitude 
on the part of an unsuccessful bid- 
der ranks as something of an 
achievement in the conduct of a 
purchasing office. And far from 
being a unique or isolated instance, 
it is typical of a very generally 
cordial feeling that exists between 
this department and the sales repre- 
sentatives who come there in the 
quest for business; for Bill Kerrick 
has planned it that way. A sea- 
soned traveler, he knows the po- 
tency and influence of the smoking 
room and hotel lobby conversations 
where salesmen foregather to swap 
experiences and opinions. More- 
over, he served for a while in the 
sales department of his own com- 
pany before he turned to buying, 
and knows from his own experience 
how the salesman feels and thinks. 
But most of all, it is the perfectly 
natural expression of a man whose 
outstanding personal characteristic 
isa genuine liking for people and an 
intense and candid desire to be liked 
in turn. Kerrick makes friends 
readily. More important, he keeps 
them. He has made it a rule not to 
let differences of opinion or mis- 
understandings interfere with the 
Personal relationship, and always 
to come a little more than half way. 
When such differences occasionally 
arise, as they inevitably do, he 
doesn’t let the situation fester 


been 


OcTOBER 1938 


SILHOUETTE STUDIES 


through silence, but invites a frank, 
straightforward of the 
difficulty. In nine cases out of ten, 
that leads to a mutual understand- 
ing and the difficulty disappears. 
It has proved to be a very satisfac- 
tory policy in life, and good business 
policy, too. As a buyer, Kerrick’s 
cards are always on the table. 


discussion 


Bu KERRICK IS WIDELY known 
and respected in his city, in his 
industry, and among purchasing 


men. A natural leader and a com- 
petent executive, he has _ been 


promptly elevated to high office in 
practically every organization with 
which he has been connected. He 
is justly proud of having served as 
Potentate of Kosair Temple, A.A.- 
O.N.M.S., and as four-time Dis- 
trict Vice President of the National 
Association of Purchasing Agents— 
to mention 
amples. 
has followed a contribution of dis- 


two outstanding ex- 
His selection in each case 


tinct personal service, as when he 
was drafted from Shrine ranks to 
manage the indoor circus and trans- 
formed a rather dubious undertak- 
ing into an unqualified success. 
But he has valued the office chiefly 
as an indication of the confidence 
and regard of his fellow members, 
and his most cherished reward has 
been the constantly expanding circle 
of friendships which resulted. 

The circumstance also reflects a 
rather unique characteristic: the ca- 
pacity for making his own oppor- 
tunities. Asa youngster, he organ- 
ized the Coro Glee Club because he 
liked to sing, and was handed the 
baton to direct that club for several 
seasons. Thirty ago, he 
organized a tour of seventy people 
to visit Mammoth Cave, under rail- 
road auspices, because he wanted to 
see that natural wonder himself and 
this seemed to be the most feasible 
way of financing the undertaking. 
That experience led to several years 
as lessee of the Mammoth Cave 


years 


illiam Marion Kerriek 


Hotel, up to the time it was pu! 
chased and taken over by the Mam 
moth Cave National Park Commis 
sion, and to a continued interest i: 
travel promotion in the form of the 
well established Kerrick 
though in recent years his personal 
participation in this enterprise has 
been principally confined to his own 
vacation time, during which he 
generally conducts a party through 
Yellowstone Park. 

His experience in Purchasins 
Agents Association work has been 
closely parallel to these other in 
stances. His first introduction t 
the National Association of Pu 
chasing Agents was as a guest at th 
wartime convention at Philadelphia 
in 1919. Learning that he could 
become a member only through on: 
of the affiliated local groups, he 
joined the Indianapolis Association 
and held that membership for sey 
eral years even though the distance: 
from his own office was too great 
to permit regular attendance at 
meetings. 

With characteristic initiative, as 
soon as the time seemed ripe, he 
undertook the organization of 
local association at Louisville as 
more satisfactory way of meeting 
the situation, and also as a means for 
extending the benefits and influence 
of the association work among the 
buyers of his own locality. It wa 
a natural responsibility to guide 
that organization through the early 
years of its existence. It has been a 
real personal satisfaction to watch 
that association grow in numbers 
and in strength, and to see District 
Seven, which originally consisted of 
only New Orleans and Louisville, 
expand to include new and active 
chapters at Birmingham and Chat 
tanooga. 


Tours 


— WAS BORN in Louis 
ville, October 14th, 1881. He 
attended the public schools and com 
pleted the high school course in that 
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city. The family was in modest 
circumstances, and it was apparent 
from the start that the boy would 
have to make his own way. He 
accepted this fact realistically. 
With no futile regrets for the neces- 
sity of abandoning any other ambi- 
tions which he might have enter- 
tained, he set out to fit himself for a 
business career by taking up the 
commercial studies, and immedi- 
ately after graduating from high 
school he landed a job with Sutcliffe 
& Company, at that time a Louis- 
ville mail order house. 

Meanwhile, his summers since 
early boyhood had been spent work- 
ing at the Mengel plant, where his 
About 
six weeks after he had gone with 


father was a shop foreman. 


Sutcliffe & Company, there was an 
opening as mail clerk and messenger 
at the Mengel Company, and young 
Kerrick was offered the position. 
He has been with that organization 
ever since. Next year he will com- 
forty years of continuous 
service with the company 


plete 
well on 
the way to matching his father’s 
record of nearly half a century with 
the firm. 

During the next several years, he 
was advanced step by step to be 
come collector, paymaster, bill clerk, 
and traffic manager. In 1904 he 
was assigned to organize and direct 
a new department, charged with 
following orders through the plant 
and expediting the production pro- 
gram. This was followed by a 
period as city salesman for the 
company. 

In 1910 he went to work as a 
buyer, the purchasing function be 
ing then under the supervision of 
the secretary. His experience in 
production, traffic and sales gave 
him an excellent and well rounded 
background for the new work. 
The organization set-up at that 
time, while somewhat exacting in 
its discipline and in the demands 
made upon the buyer, was such as 
to keep him very much on the alert. 
The habit of knowing exactly what 
is going on in his department at all 
times, and why, is thoroughly im- 
pressed upon him to this day. 

Purchasing appealed to him from 
the start. He has made a real 
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study of it, maintaining a classified 
personal file of pertinent articles and 
references on various phases of buy 
ing science, policies and methods, 
along with the other business re- 
cords in his office. A good part of 
that file was lost or destroyed in the 
flood of 1937, but a new compilation 
was promptly started and has al 
ready attained substantial propor 
tions. His serious interest in as 
sociation membership and work has 
been pointed out above. 

About fifteen years ago he be 
came purchasing agent in title as 
well as in fact, and shortly after 
ward was elected to a place on the 
company’s board of directors. He 
holds both of these positions at the 
present time. The compact pur 
chasing staff at Louisville, where two 
buyers work with the purchasing 
executive, directs and handles the 
procurement job for a_ far-flung 
enterprise, embracing plants and 
factory branches in Kentucky, Mis 
souri, North Carolina, Louisiana, 
Mississippi, and New Jersey; ex 
tensive lumbering operations, a 
general store, commissaries, tow 
boat service, and two complete 
industrial railroads, one of the latter 
running back for sixty miles into 
the southern timber country. The 
purchasing of supplies and equip 
ment for th» mahogany logging 
operations in Honduras and South 
Africa is also under this depart 
ment'sjurisdiction. Therearespecial 
buyers for two important raw ma 
Other 


wise, the responsibility for purchas 


terials—paper and lumber. 
ing materials and operating supplies 
is Kerrick’s, and he keeps in touch 
with local requirements by person 
ally visiting each of the nine factory 
points at least twice a year. 


ILL KERRICK claims to have no 

hobbies, but his interests are 
varied and keen, having the one 
common feature that they are such 
as to take him out among folks. 
He is an ardent baseball fan, but 
with characteristic informality he 
prefers to take his baseball by stroll- 
ing over to Shawnee Park with his 
fox terrier of a Sunday afternoon 
and following the fast games of the 
Amateur Federation. 


He has retained his love of music 


and though it is now quite a number 
of years since he made a business of 
it, singing with the fine choir oj 
Louisville's Second Presbyterian 
directing the Corp 
Glee Club, he is in frequent demand 


Church and 


as a song leader and from time t 
time other congregations in and 
around the city still thrill to his 
cultivated tenor voice. 

His early experience singing 
public gave him poise, the ability t 
face an audience and to think on his 
feet. As a boy soprano in the 
Methodist Sunday School, he had t 
fix his gaze resolutely on a knothole 
high on the rear wall so that the 
other boys would not get him t 
But audiences long ag 


% 


laughing. 
ceased to feaze him. He tells a 
story capitally and has an_ inex. 
haustible fund of anecdotes appro 
priate to every occasion. At the 
Shrine 


gatherings, in salesmen’s 


conferences and foremen’s clubs 
and at association meetings, he is 
rated as a top-notch entertainer 
with the knack of putting across a 
serious message with equally telling 
effect. 
of the man himself, for he has cot 


That, too, is characteristi 


sistently put forward the cheerier 
side of life though there have beet 
plenty of difficulties along the wa) 

His home has always been a ce! 
ter of fine companionship, gay and 
hearty hospitality. Graciously pre 
siding over the household, in a com 
fortable home overlooking the Ohi 
River, is the second Mrs. Kerrick 
whose romance with Bill grew out oi 
a friendship that started when she 
became a close friend of his invalided 
first wife, seven years earlier. Th 
daughter, Helen, is a graduate of th 
University of Louisville, and holds 
a responsible position as secretary t 
the vice-president and general ma! 
ager of the Corhart Refractories 
Company. 

Bill has just acquired a ten-actt 
place out on the Bardstown Road, 4 
couple of miles beyond the cit} 
limits. It’s not an elaborate 1a) 
out, but there’s a big, roomy houst 
with plenty of room for friends, 4 
half-acre lake for swimming an 
skating, and just enough develop 

Continued on page ° 
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ry CHECK THE STOCK RECORDS 
AND GIVE ME A REPORT ON 
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ANSWER THAT LAST TELEGRAM . 
ON LINSEED OIL AND SAY: 

| ACCEPT YOUR OFFER OF 
AUGUST 2 ; SEND ME 40 ‘DRUMS. 
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| CERTAINLY ACCEPTED 
THAT OFFER ON LINSEED OIL, 
BUT NOW THEY WON'T SELL. 


— 













WHY DON'T YOU 
SEE OUR LAWYER 
ABOUT IT? 
























































~~ You HAVE NO CONTRACT ‘AN 
OFFER BY TELEGRAM To SELL 
AN ARTICLE RAPIDLY FLUCTUAT- 
ING IN PRICE MUST BE ACCEPTED 
RIGHT AWAY. — 
a a 


pil WA] t4 YIUSIOTTA 





aun THAN) 5 
















| GUESS | 
LOSE A GOOD 
BARGAIN. 
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TE RECIPIENT OF an offer should not infer that the 

seller intends to hold it open indefinitely. Certainly no 
such inference is justified when the article is one on which 
market prices change rapidly, up or down. It would not be 
reasonable for a buyer to think that one who was in enough of 
a hurry to make a telegraphic offer to sell linseed oil had in mind 
holding such offer open more than a few hours at best. By 
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doing so the seller might lose the opportunity to sell at a mu 
higher price, and it is not natural that he should want to mi 
chance for profit while waiting for someone to make up his mi 
Where the article is one whose market price is relatively stab! 
the buyer could wait a longer time without possibility of the off 
lapsing before acceptance. 


Copy by H. H. Shively, Babson Institute; drawings by G. E. Tulloch, Bost 
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How 
RUBBER 
Is Marketed 


FRANCIS A. WESTBROOK 


BOUT 999, OF THE WORLD supply of rubber 

comes from the plantations in the Far East, in- 
cluding India, French Indo-China, Siam, North 
Borneo, the Dutch East Indies, Ceylon, Burma, 
Malaya and other points. These plantations are a 
development of the last thirty years. Originally, and 
until about 1905, the same percentage of world supply 
was wild rubber taken from trees in the tropical forests, 
largely in Brazil. In that year, the world production 
was something like 60,000 tons, and in 1937 the figure 
had increased to about 1,100,000 tons. This is what 
the automotive industry did for the rubber industry, 
although, of course, a great many new uses for rubber 
have appeared during that period and are still being 
developed. The United States is by far the largest 
consumer, and tires account for the greater part of the 
consumption. 

These rubber plantations, or ‘‘estates,’’ are owned by 
both Europeans and natives, but the latter are usually 
not as well managed, nor is the raw product as clean 
and uniform. Extensive plantations are also operated 
directly by several of the larger tire and rubber manu- 
facturing companies. A well run rubber estate is 
much like a well managed fruit farm in this country, 
the trees being planted in regular rows and the ground 
being well cultivated, with a large acreage. The 
methods of gathering the latex, or sap which contains 
the rubber, are also highly developed. 

When tapped, a rubber tree will produce about one 
small cup of latex per day and of this about two-thirds 
is moisture. To produce crude raw rubber from this 
it is necessary to remove dirt, impurities, and a large 
proportion of the moisture, and also to process it so as 





This is the second article in a series 
outlining the marketing process in 


major raw materials. 


tracing the 
course of the material from its source 
to the time of its arrival in the indus- 


trial user’s plant. 
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to preserve it. Tapping consists of slicing through the 
bark of the tree and permitting the latex to drip into a 
receptacle below a spout inserted in the hole, much as 
the sap of a maple tree is gathered in early spring for 
the making of maple syrup. 

Rubber is suspended in this rather viscous latex 11 
the form of small particles which are separated out by) 
coagulation. This is generally done on the plantation 
by the addition of a small amount of acetic acid 
Formic acid is also used on some plantations because 
it requires only about half the amount. For the mak 
ing of pale crepe, sodium bi-sulphite is used on account 
of its bleaching action. The quantity of coagulating 
material used has an important bearing on the stiffness 
of the raw rubber and consequently on the effectiveness 
of the washing processes, and cleanliness and purity 
largely determine the market value of raw rubber 
Two methods are generally employed in preparing tt 
for market. The first consists of rolling it into sheets 
with the washing rolls which squeeze out a great part 
of the remaining latex, moisture, and impurities. The 
other method consists of reducing the rubber to thinner 
sheets and consequently getting rid of a greater amount 
of material other than rubber. The curing process 
which is designed to prevent molding and stickiness 
consists of thoroughly smoking the sheets. 

The sheets coming from the washing rolls are about 

s inch thick, from 10 to 14 inches wide, and var} 
in length from a few feet up to 40 feet. They are then 
hung up to dry in a heated room which in some casés 
is filled with the smoke from cocoanut husks or any 


hard wood [he temperature of these rooms is held 
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at about 100 degrees F. but if the drying is in vacuo 
it is about 120 degrees. The sheets are then ready to 
be packed for shipment, which is done by placing them 
jn wooden crates or making them up in bales wrapped 
in burlap, in either case coming on the market as 
“crepe” or ‘‘smoked sheet”’ rubber. 

There are other methods of coagulation but the one 
just described seems to be the most extensively used. 
Some rubber is now placed on the market in the form 
of latex shipped in tank steamers, and in such cases 
the processing is of course carried out by the purchaser 
for his special requirements. There are about three 
pounds of rubber per gallon of latex. 

Raw rubber is bought and sold in the spot, or primary 
markets, where there are consumers’ buying represen- 
tatives, dealers and brokers; in the secondary markets; 
and on the futures exchanges. 

Singapore is the largest spot market for Plantation 
rubber. Many merchants, or dealers, are located 
there and there are weekly auctions where the pro- 
ducers display samples. There are representatives of 
the London and New York brokerage houses, and many 
of the largest rubber manufacturers of the world, in 
cluding the United States, buy direct in the Singapore 
market. Colombo, Ceylon, has another important 
primary market. 

Futures exchanges are located at Singapore, London 
and New York. It is possible to buy six months 
ahead of tapping, and committees of the exchanges 
have set up standards for at least a dozen grades of 
raw rubber. This standardization of grades is impor- 
tant and is a direct result of the plantation, or estate, 
system of rubber production, because it is possible, 
under the careful management exercised, to control 
the quality of output very closely. That is, the grades 
are classified as to the moisture content, elasticity, and 
dirt. When a rubber products manufacturer buys his 



























Dock coolies at Singa- 
pore start the bales of 
crude rubber on their 
way into world mar- 
kets. On the opposite 
page, latex is shown 
flowing into a cup at 


the plantation 


(Photos by Galloway) 


raw material he gets that grade which will reduce hi 
processing to the most economical minimum. This 

a great advantage over the purchase of the old wild 
rubber, which was always dirty and had to be clean 
and there was never any real surety as to the moistur 
content or quality. With Plantation rubber 
standard grades are ready to use at once. 

The dealers or importers of rubber buy and sell 
commodity and actually handle it. The brokers 
middle men who go to the consumers with a knowled 
of what grades the various dealers have to offer a1 
where the best prices can be had. For this they 
ceive a commission, and reputable brokers can be 
useful, particularly to the comparatively small 
sumer who does not have a buying organization at 
primary market. 

The dealers are largely located at the secondary ma 
ets, of which the principal ones are in New Yor 
London, and Singapore. Warehouses are situaté 
at these points from which shipments to the consum: 
are made. Large buyers must make purchases simu 
taneously in all three markets in order to keep f1 
bidding up prices by concentrating in any one of the 
The small buyer can of course confine his operati 
to the New York market without any detriment 
effect. As regards the small buyer it is also to be n 
that raw rubber is regularly shipped to New Y 
Boston, Philadelphia, and Baltimore on the east 
seaboard, and to Los Angeles and Portland on the w 
coast, to dealers operating in those regions. ( 
quently, in order to save freight charges, it is desira 
to select dealers with a view to economical shipp 
costs. 


Naturally it is necessary for buyers to keep in « 
contact with price changes. A good broker will 
his clientele in touch, and performs a very useful s 
ice in this respect in many instances. Buyers 


















































distance from the New York market can arrange to re 
ceive quotations four times a day by Western Union 
or Postal Telegraph for a reasonable sum, something 
like $15.00 a month. Of course price quotations 
also appear in the daily papers and trade journals. 

The way in which the distribution of rubber works 
out in practice may be illustrated by taking the case 
of a plantation owner in Malaya, for instance. He 
might sell to a merchant in Singapore, or to a buyer for 
a rubber manufacturer located in the same place. Or 
he might cable to his agent in London or New York to 
sell to a dealer or a manufacturer in Akron. Samples 
of the particular lot of rubber would probably be 
forwarded. If the merchant in Singapore or the dealer 
in New York buys the rubber, he will be risking a drop 
in the market unless he has a simultaneous buyer. 
In such cases they are likely to seek protection through 
hedging. The merchant in Singapore may sell the rub- 
ber to a dealer in New York and the latter to a manu- 
facturer, direct or through a broker or factor. Hedg- 
ing may take place all along the line. Futures in 
rubber are referred to as ‘‘contracts,’’ by which is 
meant a lot of 100 boxes, each of which is filled with 
approximately 224 Ibs. of No. 1 Standard Ribbed 
Smoked Sheets. In New York the trading in futures 
contracts is done on the Commodity Exchange. 

In addition to the price insurance afforded by hedg- 
ing, it is a useful method of reducing the physical 
volume of raw material inventory to be carried, but 
without incurring the danger of shortage at a future 
time when the supplies may be needed for manufacture. 
Requirements can be forecast for some months into the 
future, and covered by contracts for the later delivery. 
Depending on conditions which may develop during the 
meantime, the purchase can be allowed to come to 
maturity and delivery accepted, or the contracts may 
be sold, or replaced with contracts for a more ex- 
tended delivery. These transactions can of course be 
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supplemented by purchases in the spot market when 
ever this is made advisable by reason of price or 
immediately needed supplies. In this way, stocks 
can be held in reasonable balance with the many 
facturing schedule, and the cost of such dealings fre 
quently shows a distinct advantage as compared with 
the cost of maintaining larger inventories, plus a marked 
improvement in flexibility and a minimum risk of in 
ventory losses. 

The very violent fluctuations in price to which 
rubber was formerly subject were the cause of great 
difficulties for the producers and headaches for the 
buyers. In this country price was controlled almost 
entirely by demand, such considerations as uncer 
tainties in the weather being of little or no moment 
in this commodity. That is, rubber, not being an 
annual crop which must be harvested or entirely lost, 
is in an advantageous position in that if the trees are 
not tapped they suffer no damage and the capital in 
vestment is not impaired. Consequently if all of the 
rubber producing regions can be brought under effec 
tive organization it is possible to exercise some measure 
of control over the price of the raw commodity by 
controlling the supply factor. 

The first effort in this direction, known as the Steven 
son Plan, ended in failure. More recently it has been 
done by agreement among the governments of the 
different producing countries through the medium of 
the International Rubber Regulation Committee, 
formed in 1934 for a period lasting until the end of 1935 
with provision for its continuance. The agreement 
has very recently been renewed for another five years, 
the Committee having been relatively successful in its 
efforts to curtail topheavy world stocks during the 
past 18 months. The agreement controls all the 
principal producing areas except Brazil and Liberia 

The objective of this International Committee, as 
stated in its preamble, ‘is to regulate the production 
and export of rubber in and from producing countries 
with the object of reducing existing world stocks to a 
normal figure and adjusting in an orderly manner 
supply to demand, and maintaining a fair and reason 
able price level which will be reasonably remunerative 
to efficient producers.’’ Consequently the available 
supply, and the resulting price of raw rubber is 
now largely determined by the decisions of this Com 
mittee. 

Since producing capacity is substantially in excess 
of demand at the present time, control is exercised by 
limiting the quota of raw rubber which may be ex 
exported from the producing countries during any 
given quarter, and a cushion of permissible stocks 
held at the estates is set which serves the double 
purpose of preventing a temporary shortage in the 
event that demand and quotas are raised at any 
time, and relieving the estates from adhering to a more 
rigid production schedule, which might prove a hard- 
ship on management. There is also a provision regu- 


lating the amount of new planting to replace older 
Continued on page 60 
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the Sthew’ 


A rough character he was, see... 
headache in every plant he ever worked in. 


Crooked every chance he got... wasting time, op 
spoiling work, bogging down production. Liked / — 
by nobody —— and when in a jam, what a nasty \é 






job of cutting up he could do! 


a constant 





GOES STaatghf \~ 


7, Then something came over The Screw. Took that slot off 

ul head and put in a patented recess. 
together. Guarantees now never to go crooked again, to 
his head and really save some money. 

The crew took to him like your wife to a pay envelope. Hi: 
on the ball from whistle to whistle, and no foolin’! Makes 
easy for the guy that’s doing the driving, because you can 
pend on him to keep the driver from slipping. No more burr: 
really a smooth article now. And I don’t know of a crook: 
job he’s done since he made his comeback. 

The boss says he’s worth his weight in gold. The Screw h 


gone straight and you can lay your cash on that! 


Manufacturers Report Assembly 
Costs Cut Up To 50%... 


Even when working in an awkward position or on pre-finished parts, 
it’s safe to use faster driving methods. The screw clings to the driver, 
the driver can’t slip from the screw, and the screw can’t go in crooked. 
Freedom from burrs saves an extra filing operation. Result: 10 to 30 
minutes saved each assembly hour. 

Workers, foreman and cost departments all agree that “It’s faster, 
safer and cheaper to drive Phillips.’”’ Folder B contains all the facts. 


Address one of the firms listed below for a free copy. — 


PHILLIPS! 






















U.S. Pat on Product and Methods Nos. 2,046,343; 2,046,837; 2,046,839; 2,046,840; 2, O85 ; 


Other Domestic and Foreign Patents Allowed and Pending. 
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The recess in the genuine patented Phillips Screw 


carefully designed to make the most efficient use 


driver’s turning power. It presents three times the 


tact of the slotted screw, reducing effort re 


2 Phillips Drivers fit 85°% screw sizes common 


SCREWS 


Gain Time... Guide-Driver... Guard Work 


sane rere SHEET MEPAL SCREWS woos Jixws stay BOLTS 
08: T 


2, 084,078; 2,084, 07F>%, 090,338 


Changed his habits 















































Uma Supercut 


TREATED 


Permits Cutting Speeds and Feeds 
Approaching Those of Brass- 


ADDS DOLLARS TO PROFITS ON PARTS PRODUCTION! 


@ If you have been using Bessemer screw 
steel and have found it physically satisfac- 
tory for the parts being produced, Uma 
Treated Supercut (S. A. E. X-1112) will 
provide all of the qualities of the steel you 
have been using — plus machinability 


approaching that of brass. 


The Uma treatment eliminates abrasive in- 


clusions that wear cutting edges and destroy 


tool life—thereby permitting speeds and feeds 
higher than ever before possible— without 
loss of tool life. It affords improved surface 
finish. And it radically reduces costs — 


adds dollars to profits on parts production. 


Try a production lot of Uma Treated 
Supercut. Do not hesitate to try it because 
your machines may not be capable of the 
high speeds it makes possible. In such cases, 
you can materially increase production by 
increasing feeds. 

A Union Drawn Field Service Man will 
gladly assist you in obtaining maximum 
efficiency with Uma Treated Supercut and 
your present equipment. He will show you 
too, how youcan employ other Uma Treated 
Free Machining Steels to produce better 
screw machine parts at lower cost. Union 
Drawn Steel Division of Republic Steel 


Corporation, Massillon, Ohio. 


UNION COLD DRAWN STEELS 
Cold Drawn Uma Treated Free Machinin g Steels 


UMA TREATED 
Freecut ° 


BESSEMER 
Supercut 


TREATED OPEN 
X-1335 e¢ X-1015 -« 


UMA 
X-1315 e 


HEARTH 
1115. oe 1015 e 


1035 e 1045 
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THE MARKET PLACE 


A quick review of the market 


BURLAP 


NSOLD STOCKS OF burlap at Cal 
[ cutta mounted above 465 million 
yards at the beginning of September, as 
compared with approximately 100 
million yards a year ago, and the weight 
of excessive supplies and production 
continued to hang heavily over the 
market despite a more favorable situa 
tion in jute. Failure of mills to agret 
on a curtailment program led to steps 
on the part of the Indian government 
to fix a 45-hour working week in the 
industry. U.S. stocks were up slightly 


to 335 million yards, spot and afloat 


equal to 5 to 6 months’ supply 


COAL 


UTPUT OF BII ous coal in 
O creased quite sharply in Septem 
ber, from a rate of 6,350,000 tons per 
week at the end of August to 7,800,006 
tons, and showing a slightly mors 
favorable comparison with 1937 figures 
Production for the year to date is now 
28.99 behind that of a year ago. The 
increase reflects both seasonal factors 
and greater consumption due to in 
creasing industrial activity. There was 
littlke change in consumers’ stocks, 
though utilities and coke producers are 
reported as building up a somewhat 


more liberal reserve 


COPPER 


NOTHER SUBSTANTIAL reduction in 
\ world stocks of refined copper was 
recorded in the statistics for August, 
showing a decline of 28,762 tons to 
494,524. The bulk of this decline, 
24,779 tons, or 86.4%, occurred in the 
U. S., bringing domestic stocks down 
to 315,191 tons. This was offset in 
part by an increase of 6,712 tons in 
blister stocks in this country, an indica 
tion that the statistical trend in re 
fined metal may be checked or reversed 
within the next 60 days. Another fac- 
tor contributing to this view is the re- 
cent reopening of several important 
mines and a general expansion of pro 
duction schedules 
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noting major developments in 


supply, demand and prices of 


selected basic 


Demand 


UGUSI CONSUMPTION 
\ advanced seasonally 
yards, or better than 2 
July figure. While som: 
use had been anticipated, 
looked for no such sharp ris« 
ber figures are exper ted to show 
therimprovement. Demand wasgener 
ally listless, and buyers maintained a 
cautious, waiting attitude in spite 


rising prices 


S THE GENERAL pa 
\ activity advanced, 
tion was stepped up accordit 
demand is still spotty 
well in line with current 
At present prices, parti 
there is little incentiy 
much in advance of the 


Lii¢ 


OMESTIC CONSUMPTION O1 copper u 
L) August amounted to 52,112 ton 
slightly more than 4,000 tons in excess 
of deliveries over the same _ period 
Consumers have been working down 
inventories consistently for almost a 
year. Sales for the first half month 
were very light, but improved sub 
stantially in the second half to a total 
of more than 60,000 tons, or more than 
two and a haif times the August figure 
Brass makers are working at better 
than 40% of capacity as compared with 


35% at the beginning of the month 


commodities 


Market 


pRICES FIRMED IN early September: 
and advanced moderately during 
the first half month. The prospect of 
an enforced 45-hour week, tending to 
cause higher producing costs, sent for 
ward quotations strongly upward at 
mid-month, and this strength was pres 
ently reflected in the nearer positions 
as well. Net gain for the month was 
from 30 to 40 points on spot prices and 
3) to 35 points on futures. The Cal 
cutta markets are firmer than for many 
months past, with sufficient trading 
activity to make this more than 


nominal condition 


{ po BITUMINOUS PRICE schedu 

weakened perceptibly in Septen 

ber, principally through a narrowing o/ 
price ranges on the upper side. West 
moreland grades were the most drasti 
cally affected, showing a decline of 

to40 cents perton. Little further prog 
ress was made during the month on 
the filing of minimum prices. Anthra 
cite is seasonally stronger, and an ad 
vance of 25 to 50 cents per ton in re 


1 


tail prices is scheduled for October 


1 


FTER HOLDING FIRMLY at ll) 
\ cents for a little more than si 
weeks, copper prices were advanced 
scent on September 14th, and an 
other !/s-cent five days late1 The 
price of 10 3/s cents, which was well in 
balance with European quotations and 
with the general metal market, was 
firmly established and held through the 
month. The list on most items of 
brass, copper and bronze products was 
adjusted to this change following the 
advances in the primary market, and 
copper scrap, after a brief period of 
hesitation, closed strongly at 8°/s 
cents. Cartel prices on copper in the 
European market fluctuated mort 
widely, but showed approximately the 
same net advance for the month. 
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O NOT overlook your shipping con- 
tainer—it can be one of your star 
salesmen. Gaylord master designers have 
time and again demonstrated that even 
a slight improvement in a shipping con- 
tainer can wield a powerful influence 
towards increasing sales. 

Here are but a few ways Gaylord Boxes 
have increased sales. For many manu- 
facturers a decrease in breakage in transit 
has brought customers into the fold... 
for others, the trade has appreciated 
more rigid and better stacking boxes... 
others have secured better display fea- 
tures which quickly “upped” sales. 


GAYLORD CONTAINER CORPORATION, General Offices: 


OcToBER 1938 


At Gaylord, the nation’s top-ranking 
packaging experts check and recheck 
every phase of your container needs, 
from more efficient packing in your plant 
to the final sale of your goods to the 
ultimate consumer. 


Put Gaylord to the Test 


Perhaps right now you are faced with a 
container problem. Just send us...COD 
...the merchandise you wish packaged, 
with full details. We'll make the return 
delivery in a new Gaylord Box especially 
designed to fit your particular needs. No 
obligation or expense to you. 


There is a Gaylord plant or 


sales office in your territory. 
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Supply 
COTTON 


FENHE GOVERNMENT ESTIMATE Of the 
l cotton crop was revised downward 
by 163,000 bales in September, but 
this statistical change had little effect 
in view of a carryover larger than the 
current crop (much of it unsecured by 
loan) and a foreign production also in 
excess of the domestic figure. Stocks 
of finished textiles in distributing chan- 
nels, both whelesale and retail, are 
substantially lower than a year ago. 


IRON and STEEL 


TPXHE RATE OF STEEL ingot produc- 
| tion continued to advance strongly 
during the first three weeks of Sep- 
tember, reaching an eleven-month high 
of 47.3% during that period. There 
was a slight recession in the closing 
week, to 46.7%. While deliveries 
lagged somewhat pending the an- 
nouncement of fourth quarter prices, 
shipments have been in fairly satis- 
factory volume—enough to justify the 
expectation of a production rate of 
perhaps 55% before the end of the 
year. Stocks are still held largely in 
the hands of producers as using indus- 
tries hold close to the requirements of 
their current business. Similarly, 
scrap stocks are largely in the hands of 
dealers, as no substantial mill demand 
appeared until the latter part of the 
month and dealers were inclined to hold 
for improved prices 


MBER 
Lt - | 


UMBER PRODUCTION advanced to 
L 70% of the 1929 weekly average 
at the middle of September. Among 
the softwood mills, production was 
considerably above both sales and ship- 
ments; among hardwood mills, prod- 
uction was slightly below sales and 
shipments. Stocks are heavy at the 
mills, and also at yards, where large 
supplies were accumulated earlier in 
the year in anticipation of a building 
boom 


NAVAL STORES 


1 UPPLIES OF NAVAL stores at southern 
» markets accumulated still more 
rapidly during September as sales and 
shipments continued very light. Tur- 
pentine stocks were up 20.4% in the 
month, and rosin stocks were up 14.4% 
An additional loan of $2,500,000 was 
granted by the Commodity Credit 
Corporation, which now holds more 
than 8'/, million gallons of turpentine 
and more than 670,000 barrels of gum 


rosins as collateral 
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EMAND FOR TEXTILES is uneven, 

but showed a distinct week to 
week improvement, with a strong buy- 
ing movement in the closing days of 
September. Deliveries of finished 
goods are lagging a little as mills con- 
tinue to follow a cautious production 
schedule in spite of better sales. Re 
latively little of the new raw cotton 
crop is going into consumption as cur- 
rent prices are below government loan 


he 


| peg WAS FAIRLY well diversi 
Y fied, with the construction and 


values. 


petroleum industries furnishing the 
greatest volume outlet. A notable im 
provement in the automotive outlook 
points to wider demand from this 
source in the months ahead. The in 
dustry looks for a 3,500,000 car year 
in 1939 as compared with an estimated 
2,225,000 in 1938. Tin plate, usually 
a leader, continues in disappointingly 
low volume, and galvanized sheets ar« 
currently the most active single item 
in relation to capacity 


FPNHE OUTLOOK IS regarded as favor 

[ able in construction, furniture and 
industrial fields, but to date actual 
orders and consumption have been in 
disappointing volume and the statis 
tical position of the industry not 
strong 


eae WAS STAGNANT 
days passing without 


sale of turpentine being 


Jacksonville or Savannah 

a slight improvement in the latt 
of the month. Rosin was in 
what better position, but current 
are only fair, and there art 


no future commitments 


Market 


‘POT COTTON PRICES’ sagged in 
kJ September, falling below the 8&- 
cent level for several days in the middle 
of the month, but subsequently recover- 
ing the greater part of the loss. Fu- 
tures went into new low ground for the 
movement on heavy hedge selling and 
the fear of war. Textile quotations 
were also moderately off at mid-month, 
but a fairly general mark-up of !/;- 
cent per yard on heavy sales in the 
third week restored earlier levels, and 
prices went further ahead on the large 
volume business of the final week 


tips LONG AWAITED announcement 
of fourth quarter prices did not 
appear until the 20th of September 
Meanwhile the price situation was de- 
cidedly uneasy, and though there was 
less outright price cutting than in the 
second quarter, some weakness was 
shown in the shading of premiums and 
discounts, and a disregard ef extras 
and quantity requirements for differ- 
entials. The usual relationship of 
consumer, jobber and mill prices was 
also seriously disturbed. The belated 
announcement reaffirmed the greater 
part of the list, as expected, but stand- 
ard rails were reduced by $2.50 per 
ton, to $40, with a corresponding reduc 
tion in track supplies. Up to the end 
of the month there was no change in tin 


plate prices 


ARDWOOD PRICES ARE firming 
[ I without any significant advances 
recorded during September. Softwood 
quotations, which have been rather 
erratic for some months past, drifted 
downward from the levels prevailing 
early in the month, though remaining 
well above the August lows. Southern 
pine was off from $20.53 to $20.25 at 
the middle of the month and failed to 
rally 


§ pene PRICES declined sharply 
in September, 2!/2 cents per gallon, 
recovering '‘/s-cent on the govern 
ment loan in the closing days of the 
month Medium grade rosins ad 
vanced fairly steadily for a net gain of 
60 cents per barrel during the month 
Other grades did not share this advanct 
and prices ranged from unchanged to 
15 cents off 
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OFFICE SUPPLIES & EQUIPMENT 





Save Time wk 7 
The ll 


~ QUFLOQK ENVELOPES 


ESTABLISHED 1902- 












GLASSINE orn CELLULOSE TRANSPARENCY 
| A Size and Style for Naa URPOSE 






Write for Samples 


Nan TANDARD | 
OUTLOOK ENVELOPE CO. 


1001 . WASHINGTON BLYD., CHICAGO. ILL. 


and Prices 














BOSTON 
MODEL KS 
PENCIL 
SHARPENER 
Pencil Guide fo: 443 
8 Different Sizes RZ 
Ask to see the 
complete line of 
Bostons at your 
stationery store. 














... NON-STICK 
If 7 bi An Entirely New and 


{ 
Goleice Different Pen and 


Pencil 


CARBON PAPER 


Will not stick, ‘“‘tack,’’ smudge nor 
blue. Outstanding advantages: 
Greater Wear ... Clearer impressions 
..- Deeper, more brilliant colors... 
Blue and Purple. 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factery: Glen Cove, L. 1.. N. Y. 





UNDERWOOD ELLIOTT FISHER 
SPEEDS THE WORLD'S BUSINESS 


. 
TYPEWRITERS 
Standard, Noiseless 
and Portable Models 
ACCOUNTING MACHINES 
A Model for every 
accounting need 
ADDING MACHINES 
lO-Key Adding-Figur- 
ing Machines 
SUPPLIES 
High Quality Ribbons 
and Carbon Papers 
* 


UNDERWOOD ELLIOTT FISHER CO. 
One Park Avenue New York, N. Y. 
Sales and Service Everywhere 


4’ORLD'S LARGEST MANUFACTURER OF TYPEWRITERS 


SELL YOUR USED EQUIPMENT 


We are in the market for Bookkeeping, Calculat- 
ing, Typewriting, Adding, Addressing, Dictating 


and Duplicating Machines. Good 


INTERNATIONAL dal ZE A 


Broaudway 


prices. 


PPLIANCES 











ARE WE ON YOUR 


LIST OF SUPPL 
for 
Loose-Leaf 
BINDERS 
INDEXES 


and FORMS? 


Send for Complete Cat 


THE C. E. SHEPPARD CO. 


4401 21st Street 
Long Island City, N. 


pst TR, 


Cesee 
vipat 


a o> 


IERS 


alog 


Y. 











TRINER 


Shipping Room, Parcel Post, Mail, Packing, Count 
ing, Storeroom, Production, Food Products, Industrial 


SCALES 


Over 150,000 TRINER 
SCALES in U.S. Eeenetices | 


Desiqned for extraordinary weighing re 


—write today for literature and 


quireme 
details 


TRINER SALES CO. 


1441 Merchandise Mart, Chicago, Illinois 


DISTRIBUTORS IN ALL PRINCIP 


AL CITIES 








THE GENERAL MAN 


scriplion: Manifold Books, Du 
Envelopes, Teletype Rolls, Scale 


IFOLD 


& PRINTING COMPANY 


Carbonized office and factory forms of every de- 


plicating Pay 
Tickets, Type- 


writer, Pencil and Hectograph Carbon Papers, 


FRANKLIN, PA. 











ORIGINAL % IN 
& ONLY 

FILES 
Tremendous copecity Incomparable ut 
ence —Proven by thousands of users fe 


|e Ww. }. Washington Brd., Dept 38C 


THE AUTomMaAli ic ' pe 


| 

TRUE | 
com. | 

PRESSION 


ility and conveni- 
x over SO years. | 





AUTOMATIC. FILE & INDEX co. 


Chicago, _Hlinois 















SUPPLY COMPANY 





| 
9 W. Monroe St., 





Weite § for Catalog No. 1001 


Ee | FREE 
tty Edition 


TY SUPPLY CO. 


Chicago 





_ eo we 
LABELS-SEALS 


All kinds for packaging, decorat 
advertising. Address labels. ‘§ 
ing. practical designs. Writ 
free samples and prices 


ST. LOUIS STICKER CO 


8 PINE STREET -~ ST. LOUIS MO 












THE Ar: locrat OF HAND-FEED 
PENCIL SHARPENERS 







THE 


DEXTER 
No. 2 


A doub 
bearing 
odel inco 
00 ™ 
$5 porating every 
<3 improvemer 
e 


Sold by your Office Supply House 





Miller Line Carbon Papers 


Made in a complete variety of grades 
and finishes in all! standard colors, and 


Miller Line Inked Ribbons 


Made regularly in all standard colors and 
ard color combinations, record or cor 
seven degrees of inkings. 


Miller Line Stencil Inks 


Made for Rotary Duplicating Machines 
drum, closed drum, fountain feed, portable 


Manufactured by 


MILLER-BRYANT-PIERCE CO 
AURORA, ILLINOIS 


Direct Branch Service Everywhere 








AT LOW PRICES 


Fomov ACE QUALITY 


THE CADET 
$30 


EAST OF ROCKIES 





WORLD'S = 


LARGEST 
STAPLING MACHINES Qiyanir 


Patented self-clearing, LINE 
foolproof construction. 

Made by Ace Fastener Corp., Chicago 
SOLD BY ALL GOOD OFFICE SUPPLY DEALERS 























































PAPER 


ap PRODUCTION CONTINUED [to 
rise in September, attaining a rate 
of 80.6%, high for the year and equal 
to the 1937 average. In paperboard the 
advance was not so sharp, but 71% 
was reached. Canadian reserve stocks 
of newsprint are down and operations 
are due to be expanded this month. 
New England production is seriously 
hampered as a result of floods and storm 
damage. 


PETROLEUM 


| eee OF CRUDE oil tended 
moderately downward during Sep- 
tember, and at the close of the month 
was at a rate of 3,236,375 barrels daily. 
Texas production is on a 5-day-week 
schedule, this regulation having been 
extended to October 23rd. Gasoline 
storage is lighter, gas and fuel oil stocks 
somewhat heavier than the already 
high figures of a month ago. 


RUBBER 
J 


YRUDE RUBBER EXPORTS from pro- 
C ducing countries in August, 59,- 
742 tons, were again well over the per- 
missible quotas of 48,572 tons under 
the present restriction schedule, though 
running about 13% less than in July. 
For the first eight months of the year, 
overshipments are about 4,000 tons 
above the allotment, whereas there was 
a deficit of 22,000 tons only two months 
earlier. A 5% excess is permitted, to 
be deducted from the 1939 quota. 
The 45% allowable has been retained 
for the fourth quarter. Tire inventories 
were up 1.6% from July, but 23% 
below the high figure of a year ago 


TIN 


TORLD VISIBLE supplies of tin in- 
W creased moderately in Septem- 
ber, and though the net increase was 
small, the surplus stocks mounted to 
21,826 tons, the largest figure recorded 
in several years. Invisible stocks are 
also believed to be heavy. Deliveries 
to the U. S. amounted to 4,465 tons, 
the largest tonnage since March, but 
less than any month of 1937. 


ZINC 
eg ORE PRODUCTION WAS up to 
4 8,400 tons weekly in September, 
and slab production is also expanding 
from low August levels. Surplus 
stocks remain high in relation to de 
mand 
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| prcuen FOR PAPER showed good 
improvement over a wide range, 
but with little buying for replenishment 
of stocks. Pulp and waste materials 
are in light demand. U. S. consump 
tion of newsprint is up, but the total 
for the year will be about 10% under 
1937 figures. 


a OF OCTOBER market de 
4 mand, issued by the Bureau of 
Mines, are set at 3,366,800 barrels 
daily, 2% under the September esti 
mate and 7% below the actual demand 
of October, 1937. Gasoline consump 
tion in September was less than ex 
pected, exports higher Fuel oil de 
mand is improving seasonally 


poe BUYING WAS AN important 

factor in September rubber mar 
kets, reflecting the high activity in tir¢ 
manufacture, which is now at the high 
est rate in over a year. U.S. consump 
tion in September amounted to 38,170 
tons. Tire output is rising, and is now 
above the corresponding rate for 1937 
For the first eight months, tire produc 
tion was 41.7% under 1937, shipment 


35.5% low 


~~ 
Wi 


[ S. MARKETS WERE dull as consump 
* tion continued at low level 
World consumption is holding sub 
stantially better than in this country, 
as the worldwide total use for the year 
to date is only 19% under 1937, whereas 


U.S. use is down 40!/.% 


igo A ROUTINE FIRST half month, 
sales of slab zinc picked up appr: 
ciably, with 15,544 tons sold in the 
third week, on advancing markets 
Galvanized sheets are moving well 


pRICE CHANGES FOR the month wer 
few. Kraft papers were off ! 

cent a pound, and kraft pulp was also 
weak. Sulphite pulps likewise cd 
clined. Roofing rags and colored ledger 
waste were up, while old white rag 
and white ledger stock declined 
Otherwise the list was well maintained 
From present indications, the present 
$50 contract on newsprint will be r 
affirmed for 1939. 


igs PRICE OF PENNSYLVANIA crud 

was reduced 12 cents a barrel to 
$1.18-$1.68 on September Ist and held 
at that level throughout the month 
Mid-Continent prices were unchanged 
at $1.18. The tank car price of gasolin 
was off !/, to '/»-cent, and retail price S 
were generally weak Other prices 
were held fairly strongly 


T ppusooy PRICES MOVED steadily up 
ward for the greater part of 
September on the improved statistical 
reports, good factory and active specu 
lative buying, and a generally optimis 
tic outlook. However, there was a 
sharp break in the closing week on wat 
news and heavy commission house 
liquidation. The break carried spot 
prices down to 15%/s cents, and futures 
were even more drastically affected 
Iwo days later, buoyancy was restored 
and prices advanced to new highs for 
the year, touching 17 cents and ending 
only fractionally lower. 


7 PRICES, AS USUAL, fluctuated 
irregularly during the month, but 
within relatively narrow limits. Fears 
of war and high risk insurance were d« 

pressing factors in the market, which 
sagged from 43.45 cents to 43.10. In 
the closing week, new strength d: 

veloped and the month closed at 44.30, 
comparable with July quotations 


rFINC PRICES ADVANCED TWICE in 
L, September, along with lead and 
copper markets. The new price level 
is 4.95 cents per pound, East St 
Louis, as compared with 4.75 cents 
at the beginning of the month 
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= Vice President 
le oW COST OF production is the The Detroit Edison Company material for the job—the i 
a L aim of all industrial manage- quantities at the time they 
“4 ment. To meet competition within needed—the whole transaction be 
“d the industry itself, to cope with the Mr. Gushée’s paper pro- carried out at the lowest ove 
nt substitute products which are con- vided the basis for discus- cost. Thus there are four ma 
as tinually springing up in the indus- sion at a meeting of the factors involved: quality, quantity 
try’s natural market, to affix selling Production Section of the time, and price. While both or; 
. , ; ; Seventh International er ; : 
prices at a point which will appeal to Matemnunt Canes a zation and operating methods 
the widest possible circle of con Washington, D. C.. Sep- vary widely between industri 
sumers, and to earn satisfactory tember 21, 1938. specialization of the work accordi 
de profits on invested capital—these to certain underlying principle: 
- are the incentives which impel man- practically inevitable. 
* agement to strive continually to Although many decisions affect 
a reduce production costs without Scientific management, however, these factors will rest outsid i 
a sacrificing the quality of the goods has not gone so far as it should. purchasing department, effi i 
-_ produced. It has concerned itself up to the procurement presupposes the i 
_ Taylor, Gantt, Towne, and other present time almost wholly with chase prerogative of questi i 
pioneers in the study of scientific the development of production other departments involved 
management have to their credit the methods. In the future, it must selection, utilization, and hand | 
overthrow of much that was waste- devote more time and study to, of materials. It likewise | 
ful and absurd in the production first, human relations, and second, poses adequate management supp | 
p methods of their day. Because of to procurement. The possibilities of the purchasing department 
of what they advocated and accom- of economy in the proper purchase experience of many industri 
A plished, industry today pays its of materials are large, first, because demonstrated that the treatm 
workers high wages for a relatively the amount expended for materials procurement as a_ separate 
a short working day, yet obtains from is more than that expended for major function within the orga 
yar those workers a greater output at wages and administration, and sec- __ tion is justified. 
ans infinitely lower cost than was possi- ond, because purchasing methods The buyer must be thor 
tap ble when the standard wage for a now afford opportunity for develop- familiar with the company’s q 
4 twelve-hour day was a dollar or ment and resultant economies as requirements. He must be « 
ed thereabouts. The thought and ef did production methods two decades tent to deal with the men in hi 
for forts of far-visioned management ago. organization, as well as the m 
ing applied to another phase of pro- In industry as a whole, nearly his suppliers’ organizations 
duction are responsible for the 60° % of the manufacturer’s dollar is | as technical ability is conce: 
marvelous machine development, spent for materials. Obviously, He should be backed by a sta! 4 
because of which nothing is done therefore, purchasing is a phase of is adequate and trained to 
by hand in the modern plant which management which requires thor- him properly to weigh deci: 
ted can better and more economically ough study and efficient perform- made by others. The responsib 
- be done by machinery. The result ance. For purposes of illustra- for final decisions on the 
a is a higher standard of living. tion only, let us assume an overall quality should not, and genet 
ch As far as the development and profit of 10°% on gross volume, or, in will not, rest with the purcl 
In improvement of labor and machin- simpler terms, a net profit of $1.00 department. It is the buyer 
de- ery are concerned, scientific manage- on $10.00 of sales. The importance specialized knowledge of such th 
30, ment has thoroughly justified itself. of proper purchasing is then em- as markets, industry standard 
The old methods have gone forever. phasized by the following fact: If production costs which enabk ' 
To revert to them would be im- this potential profit of $1.00 is to make beneficial suggesti 
possible rather than merely im- wiped out by inefficient purchasing, others within the company rat 
practicable; a manufacturer or pro- gross sales will have to be increased Another phase of the quality i 
in ducer who attempted to follow the $10.00, on the basis of average ment which should be consider: | 
nd production methods of former days profits, to compensate for the dollar as a purchase function is that it 
vel - ; : : 
St. would be swamped by high produc- lost. ing specifications and _ inspectir 
oe tion costs and hopelessly out of the The procurement function, when Even though the responsibility 
competitive race. efficiently handled, provides proper proper specifications rests elsewh« 
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than in the purchasing department, 
the whole question of a proper pur- 
chase specification is so permeated 
with commercial implications that 
the subject should at 
visaed by the procurement group. 


least be 


Whether or not actual preparation 
of specifications is assigned to this 
group is a matter best worked out 
within the individual organizations. 
The inspection of purchased ma- 
terials likewise may well be assigned 
to the procurement division. Here 
again, however, the function should 
only be to determine whether or not 
the material is as ordered and to re- 
port the facts to the users. The 
responsibility for final acceptance 
of any other than specified materials 
should go back to those responsible 
for use. Negotiations with suppliers 
to cover adjustments, returns, or 
replacements quite obviously be- 
long in the purchasing department. 


The Time Factor 


The next two factors involve that 
of providing the proper quantity and 
at the proper time. 
schedules, construction schedules, 
prospects for sale of the company’s 
goods, all contribute toward limits 
within which the purchasing depart- 
ment must operate so far as quantity 
and time of delivery are concerned. 
Purchasing, as a major function, 
should sit in, as it were, on all de- 


Production 


cisions as to quantities and timing 
of needs. Contact with other de- 
partments should at all times be 
close. If the purchasing depart- 
ment’s knowledge of markets is to 
be utilized to the fullest advantage, 
the department must be used as a 
coordinating function. 

Proper procedure for all types of 
business cannot be rigidly formu- 
lated. Conditions surrounding the 
supply of materials vary quite 
rapidly from time to time. Even 
with the best-laid plans, real emer- 
gencies frequently develop and it is 
necessary always to be able to meet 
such contingencies. The question 
of the most economical quantities 
to purchase and the proper timing 
of purchases to avoid stoppage of 
production is one which cannot be 
considered without including the 
subject of inventories. Many man- 
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agements do not hesitate to absorb, 
largely as an insurance item, the 
stocks 
Some of these same managements, 


costs of carrying sizable 


however, are sometimes nvgligent in 
providing the staff and favilities for 
obtaining adequate service under 
emergency conditions. 


Ultimate Value 


The final factor with which the 
procurement function deals is that 
of arriving at a proper price. Many 
individuals believe that purchasing 
deals only with price. 
true. 


This is not 
As every competent manage 
ment knows, it is impossible to 
measure performance as to quality, 
service, or anything else relating to a 
purchase without considering price. 
The use of the word price here is 
not in the sense of first cost, but of 
ultimate value. The buyer must 
have many tools to enable him to ap- 
proach a correct solution to this 
problem. It is no longer sufficient 
that a buyer simply depend on of- 
fered bids to determine whether or 
not he is buying at the right price. 
There are so many restrictions 
placed on business today, and so 
many rigidities introduced into the 
functioning of our economic system 
that it has become more and more 
important that the buyer 
something of the elements which 
make up price. 


know 


Cost Analysis 


In markets which are largely non- 
competitive or where the normal 


functioning of competition is very 


restricted, one useful tool in arriv 
ing at proper prices is that process 
known as cost analysis. While it 
does not represent the acme of 
scientific accuracy, it is a practice 
which can be useful. 
Briefly, it consists of determining 
exactly as many of the known ele 
ments of actual cost as are possible 


extremely 


The difference between this figure 
and the actual price covers the un- 
known or indeterminate compo 
nents, among which is profit. As this 
process is carried out over a period 
of time where continuous purchase 
of a given article is involved, it will 
shed considerable light on the rela 
tionship between price changes and 


actual changes incost. In periods oj 
declining activities, increased unit 
overhead is a frequent explanatio: 
of either increased price or failure t 
cut price, to match declining costs 
Conversely, in periods of increasing 
activity this item is forgotten and 
increased material cost and i 
creased labor cost furnish the ay 
parent justification for increase: 
prices. 

In non-competitive markets, u 
wise control of prices has often very 
widely increased profit margins 
through use of this kind of reasoning 
The bryer, in order to use success 
fully cost analysis as a tool in arri\ 
ing at fair must have 
adequate technical training or tech 


prices, 


nical assistance available to carry out 
the practice of this method. There 
are many ways to use the results of 
such analysis. Circumstances ma\ 
even warrant a decision to enter int: 
the manufacture of an article as a 
result of such a study. In other 
situations the way is opened for 
conversations with suppliers in a1 
effort to obtain price adjustments 

Another adaptation of the same 
method is used in the analysis 
of the value of operating efficien 
cies. The annual cost of opera 
tion of a piece of equipment can be 
calculated and the difference capital 
ized as an offset against the annual 
carrying charges of a higher first 
cost. Likewise, technical specifi- 
cations frequently include requiré 
ments on the part of designers to 
gain an advantage or perhaps t 
avoid a possible shortcoming which 
cannot be evaluated in terms of 
Such re 
quirements might well be said to bs 
added factors of safety. 


annual operating costs. 


It is useful 
in analyzing purchase prices to ob 
tain, in such instances, alternate 
prices on standard constructions or, 
by the process of cost analysis, to 
break down the increment cost in 
volved in the addition of these re 
finements. Such analytical proc 
esses will make available much in 
formation which will permit more 
intelligent decisions. The buyer 
must, of course, be provided with 
adequate past records covering the 
commodities in which he is inter 
ested. He must also have the usual 
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records of raw material markets, 


financial statistics, labor statistics, 
and data concerning general business 
trends. 


Controlled Markets 


There are many types of markets 
ranging from the strictly free market 
in which prices are flexible to the 
rigidly controlled production and 
pricing policies of many industries. 

This world-wide condition of rela- 
tively frozen price structures de- 
serves a special word. The inter- 
national term seems to be cartel, 
while our own expression in the 
United States is monopoly. There 
are many ways and means by which 
prices are fixed by man-made dicta. 
I use the term cartel or monopoly to 
be all-inclusive of these various 
methods, whether they be by inter- 
national cartel agreement as to sup- 
ply and price levels (witness rubber, 
tin, etc.) or monopolies due to size 
of the individual unit, or price-fixing 
through trade association agree- 
ments, governmental price-fixing, 
maintaining or raising prices through 
the collusion of labor, including 
sabotage of new and more efficient 
production methods and materials. 
All of these various methods—di- 
rected at the same end, i. e., control- 
ling supply and price—have but one 
direct result, and that is a lowering 
of the standard of living of the popu- 
lations affected. This control of 
pricing leads inevitably to a control 
of the minutiae of management by 
government, 

No one is in a better position to see 
the results of these destructive poli- 
cies, whieh so pervade the world 
today, than the buyer—national or 
international. It may be that the 
world economy has become so full of 
complexities that there is no other 
alternative to this particular form of 
economic suicide. It is to be de- 
plored, however, that the Economies 
of the world do not rather attempt a 
broad control of human greed and 
an encouragement of initiative, 
thereby raising the standard of liv- 
ing of the peoples of the world. 

Management should recognize 
that the extension of centralized 
Scientific purchasing not only makes 
ior greater profit for the individual 








company but provides at least one 
more means for holding in check 
these uneconomic tendencies. It 
then becomes a duty to explore any 
and all means which may permit us 
to live within the existing framework 
of an economy part free, part rigid. 


Economic Methods 


There are many methods open to 
a centralized purchasing department 
to operate within the limitations im- 
posed by the business and yet to 
contribute toward more economic 
operation. Where materials are pur- 
chased for regular use, the specific 
quantity contract provides a means 
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which will assure prompt deli 
and time for proper selection 
enables manufacturers to tim: 
plan their production, and a 
the piling up of demands from 1 
sources with attendant waste 
requires on the part of the buy 
watchful control to avoid the di 
vantages caused by rapid chang« 
consumption or standards. 
Where requirements are ind: 
minate within quite wide li 
there is what may be called 


period contract—an agreeme! 
option form to provide supplies 
a fixed period of time. 
of approach makes available n 
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line is a Quality product. 
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economies to the using company in 
the form of 
handling costs. 


administrative and 

Such a contract, 
during a period of rising costs, may 
include a price adjustment clause 
for the protection of the vendor, pro- 
viding the means whereby both sup- 
plier and user can obtain a mutual 
profit. Both of these methods of 
handling contract protection, while 
having distinct advantages, do not 
provide complete protection on fall- 
ing markets as the buyer not only 
loses his bargaining position—par- 
ticularly useful where markets are 
not altogether free-—but encounters 
the ever-present difficulty in check- 
ing the so-called ‘‘protection.”’ 

Price speculation contracts are 
frequently imperative to insure de- 
liveries or to 
prices. 


prevent excessive 
Such contracts, even when 
based on intelligent guesses backed 
by extensive checking of all available 
information, are useful in stabilizing 
markets. There are many forms in 
which such contracts may be writ- 
ten, all of which have particular ad- 
vantages. There is the maximum- 
minimum type of contract not un- 
like a period coverage or optional 
coverage. The only difference may 
be in the magnitude of the limits. 
There is the type of contract which 
provides cancellation privileges 
under certain conditions. There 
are period orders for only partial 
requirements based on percentages 
or again specified 


upon limits. 
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There are coverage contracts which 
permit adjustments for demon 
strable changes in costs with fixed 
overhead or fixed profit clauses 
These methods, while not all-inclu 
sive, indicate to an extent some of 
the ways and means in which a cen 
tralized purchasing organization can 
operate with much profit to the 


company. 
Cost of Purchasing 

The expense of the purchase func 
tion can be justified only by the 
amount of its contribution to the 
net profits of the company. Proper 
and adequate handling of the func 
tion entails an unbiased considera 
tion of all the engineering and com 
mercial phases of a deal to the end 
that the ultimate value for the 
company’s dollar is obtained. 
Granted, in any event, the expense 
of a minimum organization, ‘the 
problem resolves itself into the con 
sideration of the value of the added 
expense entailed by additions to the 
minimum organization and activity. 

Actually, costs vary to such an 
extent between different kinds of 
organizations that comparative fig- 
ures of costs are really not useful 
It is true that small organizations 
can often afford to spend with wis 
dom three or four times the amount 
which larger 
spend per dollar of purchase. 

For instance, there is a certain 
classification of 


organizations may 


purchase which 
comes to mind upon which direct 
and demonstrable purchase savings 
are made of the order of 60% but 
which costs 7% to buy. Larger or 
ganizations dealing in the millions of 
dollars can usually do an adequate 
job, at an expense between half of 
one percent and one percent of the 
This ex 
pense involves the direct cost of buy- 
ing as well as the ailied functions of 
traffic, invoice checking, and statis 
tics. 


dollar volume of purchase. 


Profits from Purchasing 
Direct purchase profits are cal 
culable in the following classifica 
tions: 
(1) Production or 
vestment 


capital in 


(2) Warehousing or 
expense 


inventory 
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Production scheduling 
(4) Labor 


In the case of capital invest 
ments, the determination of lowest 
ultimate cost dictates that the item 
purchased should be adequate for 
the job in hand but not have un 
If it is not 
adequate, the result will be higher 


necessary refinements. 


operating and maintenance charges 
over its life; if it is unnecessaril\ 
refined, the result will be high fixed 
charges over its life. 

In the case of production ma 
terials, a low first cost may be more 
than offset by higher manufacturing 
costs and possibly excessive servic« 
and replacement charges later. 

The value of a purchased item to 
a company is, among other things, 
dependent on having it available 
at the place and time it is required 
The proper functioning of 
the procurement activity will have 
materials available so that the 
manufacturing operations will not 


for use. 


be delayed and stocks at any time 
will be at a minimum. 

The centralization of purchasing 
in an adequately staffed group, com 
mercially as well as_ technicall\ 
trained, and given proper executive 
backing, will result in many indi 
rect economies even greater than th« 
direct ones. The whole organization 
will appreciate, as never before, 
possibilities for profit accruing from 
a thorough study of requirements, to 
the end that both first cost and ulti 
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mate cost will be held at a minimum 
with further economies reflected in 
stores and manufacturing opera- 
tions. 


The Human Element 


One of the most important factors 
in procurement is important in the 
organization as a whole, and that is 
the factor of human nature. As to 
buying, everyone likes the ego ful- 
fillment of granting favors by plac- 
ing orders; consequently, the actual 
centralization of procurement is be- 
set with many difficulties. Buying 
decisions are frequently affected by 
human psychology. These decisions 
affect quality, price, and direct pro- 
duction costs. For example, the 
best quality is sometimes too good. 
It is here that the buyer must be a 
diplomat and a psychologist in order 
that he may with success evaluate 
the differences in organizational 
judgments as to material. Only by 
coordination can the technical skill 
of the organization be combined 
with the commercial wisdom of the 
procurement division to produce re- 
sults that will represent the greatest 
value in both performance and cost. 
In its relations with vendors, the 
purchasing department should be in 
an almost judicial position to weigh 
the merits of questions, which coti- 


stantly arise, both from the com- 
pany’s standpoint and from the 
standpoint of fair dealing to the 
vendor. 

Fair dealing, which permits the 
seller to make a reasonable profit on 
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the basis of economical production 
and have funds available for de- 
velopment, is essential in modern 
business; not merely from the stand- 
point of the Golden Rule, but as a 
matter of self-interest to buyers as 
well as sellers. 


Looking Ahead 


In summation, management seeks 
It has 
gone far in that purpose by develop- 
ing the machinery and methods of 


to reduce production costs. 


production and increasing the pro- 
ductivity of labor. The greatest 
possibility of further progress is 
found in scientific purchasing, 1. e., 
in the proper expenditure of the 
large percentage of the manufactur- 
ing dollar which is spent for ma- 
terials. The concern which neglects 
that course will find it impossible to 
compete with organizations which 
apply the principles and methods of 
scientific purchasing. 

It is not the individual concern 
only that will profit by this applica- 
tion. Scientific purchasing aims not 
for the lowest price, but for the 
greatest ultimate economy in the 
purchase and utilization of ma- 


terials. It strives to eliminate the 
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waste which results from hapha 
selection and inadequate meth 
buying. Its universal applicat 
will lead to greater efficiency, gr 
economy, and hence, greater 
perity throughout all industry 
From this broad economic asp: 
as well as from the standpoint 
individual concern which im 
tively needs cost reduction to ext 
the market for its products, sci 
fic purchasing is a phase of ma 
ment which must be studied 
prehended, and applied. To: 
it means to be outdone, in th 
petitive race of industry, by 
progressive concerns which gt 
advantages and reap its profits 


Rayon Use Is Increasing 


Addressing the fall meeting of 
A.S.M.E. at Providence, Dr. S. J. 
Kennedy, Director of Market Re- 
search for Pacific Mills, traced the 
development of rayon as a factor in 
textile fiber competition. 

Prior to the war there was practi- 
cally an equilibrium in inter-fiber 
competition, between cotton, wool 
and silk, due to their individual and 
markedly different physical char- 
acteristics and also the disparity in 
price. 

Filament rayon introduced for the 
first time into the textile picture, in 
an important way, price competi- 
tion between fibers having similar 
It sup- 
planted woven silk fabrics and also 


physical characteristics. 


appropriated to itself a sizable part 
of the market for fine woven cotton 
goods and the entire market for 
mohair in linings. 

By 1935 it began to look as though 
a new working equilibrium between 





the textile fibers was about 
velop. The rate of substituti 
filament rayon for other fiber 
diminishing. In many mar 
rayon had obtained so large a 
of the total that there was k 
portunity for expansion, and la 
consumer acceptance in other 
kets such as men’s wear hind 
expansion in those directions 
Then cut rayon staple cam 
the picture. Within the past 


or three years, spun rayon fabri 


have been introduced into 
tically all of the markets 
filament rayon had been used 


into new markets in which filam 


rayon never seemed able t 
foothold. The lower price 
staple brings it within much 
range of cotton. Equally imp 
is the fact that it can be sp 
resemble practically any of th 
textile fibers and can be mix¢ 
them or used independently 
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INCLUDING DRIVER 


Try out industry’s new fastening device 
yourself. See how the screw with the 
patented recess clings to the driver — 
making it possible to drive with one hand 
— no pilot hole needed. See why the driver 
is self-centering -——- why it’s impossible to 
drive screws crooked. Feel how easy it is 
to drive — because there’s triple the con- 
tact with the driver and no danger of the 
driver slipping. 

For $1.00 you can learn why hundreds 
of plants — from some of the big auto 
manufacturers down — are changing over 
to American PLUS Screws. Workers prefer 
them. They make faster driving methods 
safe to use. Purchasing men say they 
reduce assembly costs up to 50%! 

Mail the coupon below now. The 
American PLUS Screw Sample Kit will 


be sent postpaid. 
‘Sys 


AMERICAN | 


with the patented \PHI WIPS /recessed head 


GAIN TIME GUIDE DRIVER GUARD WORK 


Copyright 1938 by 
AMERICAN SCREW COMPANY 


Providence, R. | 
Chicago office and warehouse: 219 W. Randolph St. 
Detroit office: 1010 Stephenson Building 
Pacific Coast representative: Osgood & Howell, 
Los Angeles, Seattle, San Francisco 
Reading Screw Company, Norristown, Pa. 
(division of American Screw Co 
U. 8. Patents on Products and Methods Nos 
2,046,343: 2,046,837: 2,046,839: 2,046,840: 2,082,085: 2,084,078 
2,084,079: 2 090. 33%, 

Persie Patents Allowed and Pending 
SLOTTED HEAD AND PHILLIPS RECESSED HEAD 
WOOD SCREWS MACHINE SCREWS 

SHEET METAL SCREWS STOVE BOLTS 


and a complete line of allied fastening devices 


Other Domestic an 





AMERICAN SCREW COMPANY 
Providence, R. I. 


Please send sample kit of American PLUS 
Screws. Enclosed is $1.00. 
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Company 
Address 


Distributor 
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PERSONALITIES 
in the NEWS 


FRED J. ARTHURS, for many 
years purchasing agent of the Larkin 
Co., Buffalo, and more recently 
manager of the Industrial Chemicals 
Division of that company, has taken 
over the latter division as a private 
enterprise, opening his own offices 
as manufacturers’ representative and 
distributing jobber of chemicals and 
raw materials effective September 
Ist. The new firm handles a com- 
prehensive line for industrial, in 
stitutional, municipal, and general 
trade. Mr. Arthurs is widely known 
in purchasing circles and formerly 
served as vice president and treasurer 


of the N.A.P.A. 


T. W. Marz has been appointed 
purchasing agent for the Andrews 
Steel Co., Newport, Kentucky, suc- 
ceeding the late R. K. Boggs. Mr 
Marz has been with the company 
twenty years, most of his service 
being in the purchasing department 
He is a charter member and past 
president of the Cincinnati Purchas 
ing Agents Association, and served 
as Vice President of N.A.P.A. for 
District No. 6 in 1928-1929 


FRANK A. WatTTs has been ap 
pointed purchasing agent of the 
Humble Oil & Refining Co., 
ton, succeeding JOHN A. Rowe, who 
resigned effective September 1. Mr. 
Watts is a graduate of Leland Stan- 


Hous- 


ford University in civil engineering 
chief engineer for the 
Humble sales department prior to 


and was 
his recent promotion. 


CLYDE T. FULTON, formerly buyer 
for the Central Rubber & Supply 
Co. and the Van Camp Hardware & 
Iron Co., Indianapolis, has been 
named Assistant State Purchasing 
Agent for Indiana. 

Eustace TitrT has been ap 
pointed assistant purchasing agent 
for the Canadian National Railways 
at Montreal. 
past 


He has for some time 


served as assistant to the 


general purchasing agent, and is a 
active member of the Montreal! 
Association 

DoNALD E. A. CAMERON, City 
Purchasing Commissioner at Toled 
has been named Finance Director 
for that city and a member of thx 
City WARD 
WALTZ, buyer, is acting temporaril 
as Purchasing Commissioner. 


Manager’s cabinet. 


JOHN M. SABIN, Purchasing Agent 
for Alameda County, California, 
1901, retired from 

September 30th, having 
reached the retirement age of 70 
years. Mr. 


since active 


service 


who saw the 
purchasing department grow from a 
small office with only three em 


Sabin, 


ployees to a busy organization with 
a staff numbering fourteen, is the 
oldest county employee in years of 
service. 


ALFRED E. BRAUN, General Pur- 
chasing Agent of the Crosley Radio 
Corp., Cincinnati, has been ap 
pointed instructor in accounting at 
the Xavier University Night School 
in that city. 


FRANK T. McEvoy, Purchasing 
Agent of the New York Power & 
Light Corp., Albany, since 1930, 
and formerly purchasing agent for 
the Hudson Valley Fuel Corp., 
Troy, has been appointed resident 
manager of the Albany district of 
the utility company. 
with the organization 
and its predecessor companies for 
twenty-three years. 


He has been 
associated 


RALEIGH HORTENSTINE, former]\ 
purchasing agent of the Wyatt Metal 
& Boiler Works at Dallas, and mor 
recently vice president and general 
manager of the company, has been 
elected president of the company 
succeeding the late W. J. Wyatt. 


W. D. 


(Florida) 


Dade 
Purchasing 


Joyce, County 


Agent, ad 
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dressed the Women’s Better Govern- 
ment Club of Greater Miami last 
month on the occasion of its first 
anniversary celebration. 


Leon Bootu, City Purchasing 
Agent at Shreveport, La., addressed 
the Rotary Club of that city last 
month, showing motion pictures of 
the Boy Scout camp on Caddo Lake. 


FRANCIS J. FLANAGAN has been 
named purchasing agent for the 
newly centralized purchasing or- 
ganization of the Catholic Charities 
at Cincinnati. The new department 
will serve some fifty schools and 
institutions in southern Ohio. 


CLAUDE J. BLAcK, for the past 
twelve years purchasing agent for 
the Indiana Limestone Corp., Bed- 
ford, Ind., resigned October Ist to 
accept a position as purchasing 
agent for Indiana University at 
Bloomington. 


Bert F. Downey, Purchasing 
Agent and Secretary-Treasurer of 
The Yost Superior Co., Springfield, 
Ohio, was elected a_thirty-third 
degree Mason at a meeting of the 
Supreme Council of the Northern 
Masonic Jurisdiction, September 
28th 


Mills Memorial Scholarship 


The Rhode Island Purchasing 
Agents Association has established 
a $500 scholarship at Rhode Island 
State College, the income to be 
available annually to some needy 
student, preferably in the engineer- 
ing course. The fund, which will be 
administered by the scholarship 
fund committee of the college, is to 
be known as the J. Walter Mills 
Memorial Scholarship, as a tribute 
to the memory of the late Mr. 
Mills, a former president and long- 
time treasurer of the Association. 
Mr. Mills, Purchasing Agent and 
subsequently President of the Rhode 
Island Supply and Engineering Co., 
also served as district vice president 
and financial officer of the National 
Association of Purchasing Agents. 
He was a member of the class of 
1907 at the college. 
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A SMOOTH-FLOWING ALLOY 
For Drawing, Stamping, Spinning 


EY MOUR Nickel Silver, an alloy of copper, 

nickel and zine, flows so freely and 
smoothly under die or spinning tool that often 
an anneal can be eliminated. 
From an economical standpoint, this is good in- 
formation for the Purchasing Agent to have in 
mind when the shop complains of lack of 
ductility. 
Seymour Nickel Silver also has many other ex- 
cellent properties such as a silvery, white color, 
high corrosion resistance, and free turning 
qualities when leaded. Glad to send samples 
of sheet, wire or rod for testing purposes. 


S S 
NICKEL SILVER 


The Seymour Mfg. Co. - 55 Franklin St. - Seymour, Conn. 














WANT TO SAVE ON 
TABULATING CARDS? 


QUIPPED with the highly 
specialized machinery r 

quired for quantity produc 
tion, we are now supplying 
many national concerns. Ou: 
prices are lower and the satis 
factory quality of our cards is 
indicated by constant repeat 
orders. Send samples of you: 
cards with approximate quan 
tities—and compare our prices 
Trial orders at minimum rates 
without plate charge! 














RECORD KEEPING EQUIPMENT FOR ALL NEEDS 
A complete range of Binders and Accounting Forms—Visible Record Books, 
Ledgers, Post Binders, Catalog Covers, etc. Is our name on your list of 
suppliers? Catalog on request. 





THE C. E. SHEPPARD CO. 


1401 
Twenty-First St. 


Long Island City 
New York 
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Among the Associations 


SEPTEMBER | 


Salt Lake City—First fall meeting of the Utah 
Association, at the University Club. National Di- 
rector L. V. Guild discussed plans for the October 
meeting of the District Council in Vancouver. 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Talking 
motion picture, ‘Alaska’s Silver Millions,’’ presented 
by W. D. Grimmer of American Can Co. 


SEPTEMBER 6 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Speaker: Boyer Curry, President 
of the Pacific Tool and Supply Co., ‘‘My Trip to the 
Orient and Europe.” 


SEPTEMBER 8 


Seattle—First fall meeting of the Washington 
Association, at the Olympic Hotel. Speaker: Rev. 
R. E. Attebery, recently returned from a study of 
social and economic conditions in Europe, ‘“‘Modern 
Capitalism Faces Up to Industrial Democracy.” 


Los Angeles—Dinner meeting of the Los Angeles 
Association, at the Elks Club. Speaker: Robert L. 
Gordon, Assistant Cashier of the Bank of America, 
“Our Economic Situation.’ Talking motion picture 
‘Always Trust a Life Guard,” shown through courtesy 
of the Goodyear Tire & Rubber Co. 


Philadelphia— Dinner meeting of the Philadelphia 
Association, at the  Bellevue-Stratford Hotel. 
Speakers: Herbert N. McGill, President of the 
McGill Commodity Service, Auburndale, Mass., 
“The Business Outlook,’’ and Harry L. Sommerer of 
RCA Photophone Division, “Seven Years in Japan.”’ 


Duluth—First fall meeting of the Twin Ports 
Association, at the Spalding Hotel. 
Hjerpe presided. 


President Evert 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
Frank R. Lloyd, Purchasing Agent of the Key System 
and East Bay Transit Co., “Railway Stores and 
Distribution.’ 


SEPTEMBER 10 


Tulsa—Informal dinner dance of the Tulsa Asso- 
ciation, at Indian Hills Country Club. 


SEPTEMBER 12 


New Orleans—Dinner meeting of the New Orleans 
Association, at the Jung Hotel. Speaker: J. C. 
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Daspit, assistant attorney general and author of the 
Louisiana’ sales tax law, who explained the operation 
and objectives of that legislation. C. S. Worley of 
Oklahoma City, Vice President of District No 
N.A.P.A., was present at the meeting. 


Columbus— Dinner meeting of the Columbus Asso- 
ciation, at the Seneca Hotel. Speaker: Earl Morris 
of Arnold, Wright, Purpus & Harlor, ‘Organization. 

Wyomissing, Penna.—Dinner meeting of the 


Reading Association, at the Iris Club. 
of the Robinson-Patman Act. 


I Jiscussi: nN 


SEPTEMBER 13 


Cincinnati—Golf party and dinner meeting of the 
Cincinnati Association, at Clovernook Country Club. 
Speaker: ‘‘Red’’ Barber, sports announcer for WLW 
WSAI, “‘Sidelights on Broadcasting Sports Events 


Milwaukee—Dinner meeting of the Milwaukee 
Association, at the Elks Club. Speaker: Clarence 
W. Sorenson, traveler and news commentator, “‘Clash 
of Nations 


New York— Dinner meeting of the Metropolitan Pur- 
chasers’ Assistants Club, at the Hotel Great Northern 
Speaker: Dr. Russell Forbes, Commissioner of Purchase 
for the City of New York, ‘Governmental Purchasing. 


Detroit—Golf tournament of the Detroit Associa- 
tion, at Oakland Hills. 


SEPTEMBER 14 


Buffalo—Dinner meeting of the Buffalo Associa- 
tion, at the Statler Hotel. Speakers: Dr. M. A. 
Brumbaugh of the University of Buffalo, ‘The 
Business Situation and Outlook,’ and Stuart F. 
Heinritz, Editor of PURCHASING, “‘Back to Compe- 
tition: 


SEPTEMBER 15 


Seattle—Plant visit of the Washington Association, 
at R. D. Bodle & Co., where the new process of quick 
freezing of food products was shown. 


Cleveland—First fall meeting of the Cleveland 
Association, at the Hotel Cleveland. Speakers 
Harry Croft, chief metallurgist of Chase Brass & 
Copper, Inc., and Harry Kipke, former football 
coach at the University of Michigan. 


Oakland—Dinner meeting of the Northern Cali- 
fornia Association, at Hotel Leamington. Speakers 
Prof. Emanuel Fritz of the Department of Forestry, 
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University of California, ‘“‘Redwoods and National 


and State Forestry,’’ and Walker R. Young, Supervis- 


ing Engineer of the Bureau of Reclamation, “The 
Central Valley Project.” 


New Salem, N. Y.—Clambake of the Eastern 
New York Association, at Picard's. 


Chicago—Monthly dinner meeting of the Chicago 
Association, at the Lake Shore Athletic Club. 
Speaker: William Dern, humorist-philosopher of 
Cincinnati, “‘It’s No Laughing Matter.” 


Dayton—Dinner meeting of the Dayton Associa- 
tion, at the Engineers’ Club. Speaker: C. F. Rass- 
weiler, technical director of the Philadelphia labora- 
tories of the du Pont Company, “Modern Develop- 
ments in Paints, Lacquers and Synthetic Finishes.” 


Toledo—Opening fall meeting of the Toledo Asso- 
ciation, at the Waldorf Hotel. Topic: ‘‘Modern 
Plastics,’ discussed by M. H. Bigelow and W. N. 
Shepard. 


SEPTEMBER 17 


Salt Lake City—Family outing of the Utah Associa- 
tion, in Little Cottonwood Canyon, as guests of the 
Whitmore Oxygen Co. 





SEPTEMBER 18 


San Francisco—Family outing and picnic of the 
Northern California Association, at San Mateo 
County Memorial Park, La Honda. 
games, and prizes. 


Baseball, 


SEPTEMBER 20 


Pittsburgh—Opening fall meeting of the Pittsburgh 
Association, at the William Penn Hotel. Speaker: 
Russell Weisman, economist for the Cleveland Plain 
Dealer, ‘‘The Present Economic Situation.” 


Tulsa—Dinner party of the Tulsa Association, in 
the Roof Garden of the Tulsa Club, as guests of 
Baker Oil Tools, Inc. 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. “Clipper Cruise and the Orient,”’ 
presented by Robert C. Hallett, through courtesy of 
Pan-American Airways System. 


St. Louis— Dinner meeting of the St. Louis Associa- 
tion, at the York Hotel. Speaker: Stuart F. Hein- 
ritz, Editor of PURCHASING, ‘‘Back to Competition?” 
William Krueger of Ralston Purina Co. led a dis- 
cussion of commodity prices and business conditions. 


New York—Dinner meeting of the New York 
Association, at the Builders Exchange Club. Speaker: 
Thos. Ingham, Assistant to Associate Solicitor of the 
Prudential Insurance Co., ‘‘The Fair Labor Standards 
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Here are ten of Industry's basic tools, designed and 





produced to standards that make the ever-present filing 
jobs easier, faster, and more efficient — and help men 
do better work. 

Each is a specialized tool, handling its produc 
tion or maintenance job as only the right Nicholson 
Black Diamond or McCaffrey File can do it, and deliv 
ering a full measure of long service to its user. 

Special file steel, uncompromising standards of uni 
formity in manufacture, a new tooth construction“ that 
has made files more efficient than ever before — these 
are advantages that make Nicholson, Black Diamond 
and McCaffrey Files a worthwhile investment for any 
plant with costs to cut. Ask your jobber for a trial order 


of the shapes, sizes and cuts that meet your needs 
Nicholson File Company, Providence, R. I., U. S. A 
Canadian Plant, Port Hope, Ontario. 


* Patented 


LIST OF FILES 
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Act.’’ Sound picture, “Sincerely Yours,’ showing 
the production and processing of petroleum, pre 
sented through courtesy of the Sun Oil Co. The 
meeting was preceded by an afternoon forum on 
“Follow-Up of Orders’ led by John D. Leeson, and 
a reception to District Vice President W. W. Irwin of 
Rochester. 


SEPTEMBER 22 
San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. Speaker: 
F. H. Tharp of the Wm. J. Burns International De- 
tective Agency, ‘““The Bunko Racket, and Flim Flam 
Artists Exposed in Detail.”’ 


Erie, Penna.—-Dinner meeting of the Erie Associ- 
ation, at the Barn. Speaker: C. E. McKinney of the 
Davies & McKinney Co., ‘‘Advertising of Today.’’ The 
following officers were installed at this meeting: Prest- 
dent, C. E. Portenier; Vice-Presidents, K. W. Wilks and 
F. C. Baumeister; Secretary, J. W. Cook; Tvreasurer, 
C. V. Olson. 


SEPTEMBER 23-24 


Montreal—Fourteenth Convention and Industrial 
Products Exhibition sponsored by the Canadian 
Purchasing Agents’ Associations, at the Mount Royal 
Hotel. Principal addresses at the various business 
sessions were as follows: 


Friday Morning 


D. G. Clark, Brown & Sharpe Mfg. Co., Providence, 
“Purchasing Good Will.”’ 

Dr. G. S. Whitby, Director of Division of Chem- 
istry, National Research Council, Ottawa, ‘Industrial 
Progress and Scientific Research.” 


Friday Noon 


J. W. Nicholson, City Purchasing Agent, Mil- 
waukee, and President of the N.A.P.A., ‘‘Centralized 
Government Purchasing—Its Value to Municipalities 
and Industry.’ 


Friday Afternoon 


S. Randolph Noble, Assistant General Manager, 
Royal Bank of Canada, “Survey of Canadian Eco- 
nomic and Business Conditions.”’ 

Norman H. Taylor, Dominion Bridge Co., Ltd., 
Toronto, ‘‘Iron and Steel.”’ 

A. H. Tallman, A. H. Tallman Bronze Co., Ltd., 
Hamilton, ‘‘Non-Ferrous Metals.’ 

R. Bruce Marr, Dominion Rubber Co., Ltd., 
Montreal, ‘‘Rubber and Cotton.”’ 

W. H. De Blois, General Chemicals Division, 
Canadian Industries, Ltd., Montreal, ‘Heavy Chemi- 
cals.”’ 

D. A. Loucks, Canadian Car & Foundry, Ltd., 
Montreal, ‘‘Coal.”’ 

O. S. Tyndale, K. C., ““Our Law of Negligence.”’ 
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Saturday Morning 


R. M. Woollatt, Royal Bank of Canada, Montreal, 
The Canadian Purchasor.’’ 

W. S. Barber, Provincial Paper, Ltd., Toronto, 
“Review of the Year in the Council.”’ 

Dr. J. B. Phillips, Associate Professor of Chemical 
Engineering, McGill University, ‘Practical Talk 
and Discussion on Gasoline and Oils.”’ 

George A. Renard, Executive Secretary, N.A.P.A 
New York. 

Bernard H. Yardley, Stanley Works of Canada, 
Ltd., Hamilton, Vice President of District No. 5, 
N.A.P.A., “The Coming Council Year.” 


") 


Saturday Noon 


Austin F. Cross, author, traveler, and reporter, 
‘Dukes to Dumbells.”’ 


Saturday Evening 
Banquet Session 


His Honour, The Lieutenant-Governor of the 
Province of Quebec, The Honourable E. L. Patenaude, 
PS.» Bey ED. 

The convention program was supplemented by a 
full schedule of entertainment, golf and sight-seeing, 
and a special entertainment program for the ladies. 
A complete roster of the convention committee was 
presented in this column last month. 


SEPTEMBER 26 


Easton, Penna.—Dinner meeting of the Lehigh 
Valley Association, at the Northampton Country 
Club. Speakers were E. E. Mylin and Glen W. 
Harmeson, football coaches at Lafayette and Lehigh 
Colleges respectively, who discussed highlights of the 
coming season. 


SEPTEMBER 27 


Tulsa—First fall meeting of the Tulsa Association. 
Discussion of purchasing subjects. 


Oakland—Luncheon meeting of the East Bay 
Group, Northern California Association, at the Lake 
Merritt Hotel. Speaker: Thomas F. Bacon, Presi- 
dent of the Board of Playground Directors, ‘‘Evolu- 
tion of Recreation in the City of Oakland.” 


Waterbury—Golf outing and dinner meeting of the 
Connecticut Association, at the Waterbury Country 
Club. Speaker: A. W. Zelomek, President of the 
International Statistical Bureau, Inc., “The European 
Situation.” 


Indianapolis—Luncheon meeting of the Indianapolis 
Association, the Athenaeum. Speaker: Earl B. Tecke- 
meyer of Schmid & Smith, Inc., ‘““What’s Wrong With 
What ?’’—a talk on taxation. 
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SEPTEMBER 27 28-29 


Syracuse—Fourth annual Industrial Products Ex- 
hibit sponsored by the Syracuse & Central New York 
Association, at the Hotel Onondaga. M. E. Jennings 
of Selflock Screw Products was chairman of the 
committee in charge. Hartley W. Barclay, Editor, 
of Mill & Factory, addressed the dinner meeting in 
connection with the opening and preview of the 
exhibit on Tuesday evening. 


SEPTEMBER 28 


Montour Falls, N. Y.—Plant visit and dinner 
meeting of the Rochester Association. The program 
started with a trip through the factory of the Shepard 
Niles Crane & Hoist Corp., followed by luncheon at 
the Club House, Glen Springs Hotel. The afternoon 
was spent at golf and picnic games at Havana Glen. 
Dinner meeting at the M. & M. Club. Speaker: S. 
Buckley, President and general manager of the 
Shepard Niles Corp. 


Coming Events 


Baltimore—The third annual Manufacturers’ Prod 
ucts Exhibit sponsored by the Purchasing Agents’ 
Association of Baltimore will be held at the Lord 
Baltimore Hotel, October 25th to 27th. There will 
be 110 booths, with prizes awarded by the association 
for the most informative and the most decorative 
exhibits. Frank H. Carter of Maryland Drydock 
Co., is general chairman of the committee, assisted 
by the following: 

J. Herbert Gaston, City Purchasing Agent, 1 7ce 
Chairman; C. B. Sherman, New Amsterdam Casualty 
Co., Booth Reservations; J. L. Childs, Burns Bottling 
Works, Attendance; J. A. Evans, Bohn Refrigerator 
Co., Association Booth; Leonard F. Olt, Crown Cork 
& Seal Co., and Kingsley C. Gernon, Western Electric 
Co., Exhibitors’ Breakfast; Morton S. Busick, Lord 
Baltimore Hotel, and C. C. Copenhaver, Eastern 
Rolling Mill, Traffic. 


Toronto—A ten-week lecture course in industrial 
purchasing, sponsored by the Toronto Association, 
and conducted under the auspices of the University 
Extension Division, University of Toronto, will be 
conducted at the University from October 15th to 
December 15th inclusive. C. J. Garnett of the 
Aluminum Company of Canada, Ltd., is chairman 
of the Association’s Educational Committee, in 
charge of arrangements. The schedule for the 
lectures is announced as follows: 


Oct. 13. “Business Cycles, by Julian G. Davies, 
N. Slater Co., Ltd. 
Oct. 20. ‘‘Legal Aspects of Purchasing,” by Prof. 
F.C. Auld, University of Toronto. 
Oct. 27. ‘Gas and Steam Engines,” by Prof. E. A. 
Alleut, University of Toronto. 
Continued on page 60 
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HIGHER 
SAFETY 
RECORDS 


In the cause of safety, your Company 
trains mento work with knowledge, 
caution, and responsibility. You co- 
operate by furnishing safe, depend- 
able materials. But cooperation for 
Safety reaches still further back—to 
men who make those materials. For 
instance, where Plymouth Ship 
Brand Manila Rope is fabricated, 
you find skilled ropemakers exer- 
cising the same qualities of knowl- 
edge of their work, extreme care 
in every process, and a responsi- 
bility toward those who will eventu- 
ally use their product . . . Safety- 
minded industrial buyers give pref- 
erence to Plymouth Manila Rope 
because its uniform, controlled qual- 
ity means greater strength and 
dependability, and longer life and 
consequent economy. 


PLYMOUTH CORDAGE 
COMPANY 


North Plymouth, Massachusetts, and 
Welland, Canada 
Sales Branches: New York, Boston, Baltimore, 
Philadelphia, Chicago, Cleveland, 


Houston, San Francisco 
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State to Repeat Purchasing 
Course 


The Massachusetts Department 
of Education, James G. Reardon, 
Commissioner, has announced that 
it will again offer the popular course 
in Industrial Purchasing, which in 
the past two years has enrolled 100 
students representing over 40 dif 
ferent New England industries in 
cluding textiles, leather, coal, soap, 
paper, rubber, chemicals, plastics, 
food, candy, banks, publishing, and 
utilities. The course is offered un 
der the auspices of the University 
Extension Division. 

As Instructor in the course, the 
Department has reappointed Joseph 
Sawyer, formerly Purchasing Agent 
of the Economy Grocery Stores 
Corporation and now associated 
with the R. H. White Company. 
Mr. Sawyer is a graduate of Harvard 
College, and of the Harvard Busi 
ness School. In addition to his 
work on ‘Purchasing Supplies for 
Chain Stores,’’ Mr. Sawyer has con 
tributed numerous articles to busi 
ness publications including PuR 
CHASING, Forbes, Chain Store Age, 
and Office Appliances. 

The course deals with the pur 
chasing of supplies, materials, and 
equipment required by industry and 
trade, except those secured directly 
for resale. It is intended for both 
men and women in any department 
of business who are interested in 
learning more about the purchasing 
function and its relation to the other 
essential functions of a business 
organization. It should appeal also 
to salesmen in the industrial field 
who wish to become better ac- 
quainted with the entire purchasing 
process. 

Guest lectures will be delivered by 
Harry Graham, Secretary of the 
New England Purchasing Agents 
Association, and by Henry G. 
Saumsiegle, Purchasing Agent of 
the City of Waltham. The course 
will consist of lectures, case study 
discussions and exhibitions illustrat- 
ing the actual application of sound 
testing methods to three common 
industrial products. 

The course in Industrial Purchas- 
ing meets on Wednesdays, 7:45 to 


9:15 P.M. starting November 2. 
1938, at Room 36, Sever Hall. 
Harvard University, Cambridge. 
Enrollment may be made at the first 
meeting of the class or previously at 
the office of the Division of Uni- 
versity Extension, Room 217, State 
House, Boston. 


Salvaging Timber from N. E. 
Hurricane 


The lumber manufacturing in 
dustry of the New England States 
is mobilizing to unite the entire in- 
dustry from mill to dealer, in co 
operation with Federal, State and 
local governments in a comprehen- 
sive program designed to solve the 
problem created by the five-year 
supply of timber felled in the 
September hurricane. 

Estimates of the amount of timber 
on the ground are as yet incomplete. 
Authoritative estimates place the 
total in New Hampshire at 1,220,000 
board feet of white pine and some- 
thing over 200,000,000 feet each of 
other soft woods and of hard woods. 
In Massachusetts timber on _ the 
ground is estimated at 2,000,000,900 
to 3,000,000,000 feet. In Vermont, 
where hard maple is the chief wood 
affected, some 400,000,000 feet, and 
in Maine, softwoods on the ground 
amount to 600,000,000 or 800,000,- 
000 board feet. These timber sup- 
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Flexible BELT LACING 
STEELGRIP is a stronger lacing 
for all power and conveyor belts 
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LASING 


plies belong to some 11,000 owners, 
representing estates and farms as 
well as mill properties. 

For the area as a whole, the tim- 
ber felled amounts to from 4,000,- 
000,000 to 6,000,000,000 feet, equal 
to at least five year’s normal produc- 
tion of the mills in this section of the 
country. 

The industry believes that the 
problem of marketing the salvaged 
lumber in an orderly fashion can be 
solved if producers can obtain pref- 
erence for New England lumbers in 
that section of the country. The 
hurricane damage will create a huge 
demand for lumber just as it has 
augmented supplies by a staggering 
amount. Rehabilitation work, if 
carried out largely with New Eng- 
land lumber, can be counted upon to 
absorb a large proportion of the 
newly created supplies. 

The latter problem entails, of 
course, a great measure of coop- 
eration by Federal and State gov- 
ernmental agencies. The six New 
England governors have each ap- 
pointed a prominent lumberman or 
State forestry official who is to head 
a committee to help work out the 
States’ lumber problem. Plans are 
being laid for financing, by the Re- 
construction Finance Corporation of 
a program of processing the felled 
timber and provision of the funds 
to hold the supplies off the market 
until they can be absorbed in an or- 
derly fashion. 

The Federal Service Commodities 
Corporation may enter the picture 
to take part of the huge surplus off 
the market. Government officials in 
the area are talking of forming a 
regional corporation, financed: by 
Federal funds, which would prorate 
production, store the lumber or logs 
and control all marketing until the 
crisis was over. Such plans are still 
tentative, of course. 

Plans are being made for a pub- 
licity campaign to drive home the 
need for securing a preference for 
New England lumber in the New 
England area. It is hoped that this 
Campaign will reach Federal, State 
and local government purchasing 
agencies, the larger industrial con- 
cerns in the region and all those 
charged with rehabilitation work. 
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BBONS AND CARBONS 
ONE 165TH COST OF 
WRITING A LETTER | 







































































Total Expense—1,000 letters............... $296.63 
A—Dictation.......... $125.00 
B—Shorthand......... 80.00 | 
C—Overhead.......... 32.53 

D—Stationery......... 26.80 

E—Mailing............ 24.50 

F—Filing ............. 6.00 

G—Inked Ribbons and 





Carbon Paper... 1.80 $296.63 
SO WHAT ???? 


So, it is extravagant to spend $294.83 for expert correspondents, 
stenographers and writing equipment—then spoil its effect by “saving”’ | 
a few nickels in the cost of inferior typewriter ribbons and carbon bi 


papers. | 
MILLER LINE 
INKED RIBBONS, CARBON PAPERS | 
STENCIL INKS | 


Lead the World for Neat Writing, Long Service and True Economy. 
Manufactured Exclusively by 


THE MILLER-BRYANT-PIERCE COMPANY 
AURORA, ILLINOIS 


A word will bring our certified representative. Or, send us your paper forms for expert analysis and 
recommendation of proper ribbons, carbon papers, stencil inks for each purpose. 




















COILED WIRE 
SPRINGS 


WIRE FORM 
SPECIALTIES 
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DAYTON 
GRINDING WHEELS 


Regardless of your re 
quirements, you can obtain 
a Dayton abrasive wheel . 
of the exact specifications 
the work demands. On 
the market for years and | 
the preference for a wide | 





Springfield, Ohio, U.S.A. range of operations. Write a | 

The ‘ 

“Where Your Patronage Simonds-Worden-White Co. 4 
Is Appreciated”’ Dayton, Ohio 


FACTORIES AT: Dayton, Cleveland, 
Beloit, Buffalo 


































































TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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Obituary 


WALTER V. HELMEL, Vice Presi 
dent of the Motor Products Corp., 
Detroit, died of a heart attack at 
his desk, August 30th. Mr. Helmel 
was formerly purchasing agent of 
the company and was an active 
member of the Detroit Association 
prior to his appointment as vice 
president five years ago. He served 
as president of the Detroit Associa 
tion in 1923-1924. 

FRANK E. 


LENANE , 20, Who served 


as purchasing agent for 
Mass., during the 
War, died Sept. Ist at the 


Camp 
World 


Chelsea 


Devens, 


(Mass.) Soldiers Home, after a long 
Since 1934, Mr. Lenane 
was Assistant PWA Administrator 
for Massachusetts 


illness. 


CoL. CHARLES ARTHUR CARLISLE, 
74, died at his home in South Bend, 
Ind., Sept. 2nd, after a long illness 
Col. Carlisle served for twenty 
three years as purchasing agent for 
the Studebaker esi 
prominent executive < 


und was a 
id director in 
varied industrial, utility, insurance 


and banking organizations 


MICHAEL F. GRACE, 57, Purchas 
ing Agent for the Kingston Products 
Corp., Kokomo, Ind., died of pneu 
monia Sept. Ist, at St 


Hospital in that city. 


Tose ph’s 


Larcom, 63, for forty 
agent of the Hol 
lingsworth & Whitney Paper Co., 
West Newton, 


GEORGE F. 
years purchasing 


died at his home in 
Mass., Sept. 4th 


EARL F. PAYNE, 35, Purchasing 
Agent of the Pawtucket (R. | 
Mfg. Co., died at the Norwood 
Hospital Sept. 6th, as the result of 


injuries received in an automobile 


collision the previous evening 


CHARLES T. WOOLLEN, 60, for 
merly purchasing agent of the Uni 
versity of North Carolina 
recently controller of that in 
stitution, died of a heart attack at 
Chapel Hill, N. C 


-.. sept. Zi1st 





OPENS LIKE 
A BOOK— 


And Almost Hands Your Work tc 
the New AUTOMATIC 


EXECUTIVE FILE 


WITH THE ORIGINAL EXPANDING 
AND COMPRESSING FILE DRAWER. 
The perfect personal 
organizing contracts 
sources of supply as 
Private correspondenc« 
+ se 
ae 


especially 
suited to 
the needs 
of every 


BUYER 


the pertect 


Christmas Gift _ 


FOR oe at tal EXECUTIVE 
* 
EXCLUSIVE FEATURES:—A specially designed 
for busy executives and professional men 
makeshift! instant accessabi ty without risingfrom the 
esk. Extra working space resulting from the f 
V of the expanding drawer Choice of hnist 
— Write today for descriptive 
literature and price list— 


AUTOMATIC FILE and INDEX CO. 
629 W. Washington Blvd. 


Dept. 380 Chicago, Illinois 











EVERYTHING 
YOU WANT 
IN NEW YORK 


centers around Times Square 

. which means around The 
Woodstock, the unique hote 
“uptown 
quiet and comfort with the 


that combines 


convenience of being at the 
heart of things. Modern 
immaculate, famous for good 


. You || like it at The 


Room with Bath 
Single from $2.50 
Double from $4. 





ind more 





uct EL 


carlstack 


43rd Street East of Broadway 
TIMES SQUARE NEW YORK 
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Centralized Purchasing for Tulsa 

An ordinance creating a central 
purchasing system has been ap- 
proved by the city commission at 
Tulsa, Oklahoma. The _ proposal, 
which has been under discussion for 
several months past, was approved 
with only one dissenting vote. 

Under the new ordinance, which 
becomes effective upon publication, 
a purchasing agent will be selected 
to serve for a period of one year, and 
a standardization board is set up to 
pass upon all purchases made by the 
city. 


D. H. Pratt, commissioner of | 


finance and revenue, and sponsor of 


the purchasing plan, said a person | 


may be recruited from the City Hall 
personnel to take the post of pur- 
chasing agent. This will permit the 
municipality to set up the system 
without additional cost. 

One change was made in the 
original draft of the ordinance sub- 
mitted by Commissioner Pratt. 
The draft provided that the city 
engineer, water superintendent, 
mayor and purchasing agent con- 
stitute the standardization board. 
It was amended to include the chief 
of police and chief of the fire de- 
partment. 

Joseph W. Nicholson, City Pur- 
chasing Agent at Milwaukee, and 
President of the National Associa- 


tion of Purchasing Agents, has been | 


invited to confer with city officials 
regarding the organization and pro- 
cedure of the new office, and to ex- 
plain the workings of centralized 
purchasing under the Milwaukee 


system. He will do this on the | 


occasion of his official visit to the 


Tulsa Association, on October 25th. | 





W. M. Kerrick 
(Continued from page 26) 
ment work to do to keep a fellow 
comfortably busy and out-of-doors 


during his spare time. There’s a | 
house-warming due in the spring, | 


when he plans to move in, and it is a 
safe prediction that lots of folks in 
that part of the country are going to 
learn to know the place in the years 
to come as another “‘house by the 
side of the road’’ where a warm and 
friendly welcome is always waiting. 
—%. F. H. 
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| 
Buy your Office Supplies 


where you are 





For more than three decades Utility has been serving an ever- 
increasing number of America’s leading business concerns. Dur- 
ing that time, through periods of prosperity and depression, 
Utility, builded on the firm foundation of Quality, Service and 
Value, has continued to grow and expand until ‘t 

reached nation-wide proportions— An American Institution Hit 


Guaranteed Satisfaction 





oday it has 1} 


American Business likes to do business with. Wii 














Mail this coupon NOW 
for your FREE copy 


Utility Supply Co., 307 W. Monroe St., Chicago, Ill. 


Without obligation mail us a FREE copy of Catalog 
No. 1001—450 Pages of Office Supplies and Stationery. Hou 


Buyer’s Name 
Firm Name 


Street & No....... 


City & State..... 





Please Print This Line 



































UALITY 
ABRASIVES 


TRADE Yy MARK 


ALUMINUM OXIDE 
SILICON CARBIDE 
CORUNDUM 


(AFRICAN) 
TURKISH EMERY 


Rea arin lite Mal) <r) 


re) 


ABRASIVE GRAINS 


AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 


WESTFIELD, MASS. 


























( Be sure and specify +) 
‘CLARKS’ on that order! 
Believe me “CLARKS” 
sure put an end 


Aicks out in the shop, 

and Im taking no chances 

e that happentnrgy 
L_ <7acn. 


LARK, 


WRITE FOR CATALOG 


BOLTS CuarxBrosfour (0 GF 


N UTS MILLDALE, CONN. RIVETS 
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NEW PRODUCTS & IDEAS 


driver projection of fine tool steel on the head, so that in renewing 


SANITARY PAIL 





No. 658 


EW IN BOTH DESIGN AND MECHANICAL features, 

this pail is fabricated of heavy sheet steel with a solid, 
double seamed bottom, and finished in durable baked enamel. It 
is available in three sizes: 12, 22, and 30 quarts. The lever 
system connecting the foot pedal and lid, is out of sight, and is so 
arranged that the cover cannot be left open accidentally but can 
be thrown back completely for sterilization purposes. A con- 
venient carrying handle is provided, and each pail is furnished 
with either waterproofed bags or a galvanized inner pail to per- 
mit complete sanitation 


Use coupon below 


FUSE PULLER 


No. 659 


AMINATED CONSTRUCTION of polished black Bakelite 
gives this fuse puller substantially greater strength than the 
solid milled type construction. It has been tested at 35,000 volts 
dry, and at 4,000 volts after 24 hours submersion in salt solution 
without showing any moisture effects, either mechanically or 
electrically. The center pin or pivot is designed with a screw 


PURCHASING 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
listed by number below: 
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ferrule type fuses the end screws or caps can be loosened or tight. 
ened quickly and conveniently without the use of any other tools 
Made in two sizes 


Use coupon below 


LEVER-LIFT HAND TRUCK No. 660 


_,. Peieaggnts designed to provide easy handling of long, heavy 
»J boxes, crates, vaults, caskets, shipping cases, etc., in fac- 
tories, stores, terminals and warehouses, this new truck enables 
one man to handle such boxes weighing up to 900 pounds with 
speed and safety, instead of the two or three men ordinarily re 
quired on such a job. The truck is equipped with roller bearing 
wheels and a self-locking lever which controls the lifting and 
carrying bed. The operator pushes the truck against the box 
to be handled, tilts the box against the bed, then lowers the con 
trol lever to place the box in a semi-vertical position for transport 
At destination, the operator raises the control lever, causing the 
truck bed to place the box on the floor in a vertical position and 
releasing the truck for other use. The illustrations show the 
truck in engaging position and loaded for transport. The truck 
and its mechanical parts are scientifically balanced for ease in 
operation. When loaded, the box rests securely on the bed, 
which is locked in position, practically eliminating the danger of 
accidents caused by the slipping or falling of boxes on ordinary 
trucks 


Use coupon at left 





OIL RECLAIMER 





No. 661 


OR RECLAIMING ALL TYPES of lubricating oils such as 

from Diesel engines, automobiles, trucks, buses, tractors 
steam turbines and engines, vacuum pumps and air compressors 
also insulating oils, this new device uses the dual principle of 
filtering and evaporation. The dirty oil is passed through 4 
highly efficient filtering clay for the removal of carbon, sludge 
abrasives, gums, and acidity, while fuel dilution and moisture 
are removed by evaporation under vacuum at a low temperaturt 


PURCHASING 
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It is claimed that the product delivered after this treatment is as 
good as new oil, and the process can be repeated indefinitely. 


Use coupon page 54 


EXECUTIVE FILE 


No. 662 





HIS DESK-HIGH FILING CABINET with 

specially designed for use at the side of an executive’s desk 
and proves a means for holding and organizing papers and data 
which must be kept instantly and easily accessible. The top is 
readily raised or lowered from a sitting position, and when open, 
gives complete visibility to the entire contents of the upper 
drawer. Both drawers incorporate the exclusive expanding and 
compressing feature which permits a full 9-inch V-shaped work- 
ing space even when the drawer is filled to its maximum capacity. 
A special index is available making it particularly adaptable to 
the requirements of engineering executives and purchasing de- 
partments. The lower drawer rides on progressive suspension 
slides and the unit will not tilt forward even when the drawer is 
fully extended. A single lock controls both drawers. The entire 
unit is mounted on rubber tired ball bearing casters. 


lift top is 


Use coupon page 54 


STAINLESS STEEL 
BELLOWS 


No. 663 





ABRICATED IN ONE PIECE from thin-walled stainless 

steel, these bellows can be used in applications at tempera- 
tures up to 1,200°F without detrimental effect, and are charac- 
terized by immunity to corrosion and high resistance to fatigue 
over long periods. The line is available in various end-styles, 
including cup neck, rolled-in neck, flush neck, and extended neck 
with flanged or smooth end, and in divided form, being thus 
adaptable to a wide variety of uses. The range of sizes is from 
*/s to 15/, inches inside diameter, 9/:, to 27/:5 inches outside diam- 
eter. The corrugations are spun into the tube by a new 
Principle, both inwardly and outwardly from the mean diameter 
of the straight tube, resulting in precision thickness of the wall, 
accurate concentricity, greater inherent strength and extreme 
flexibility. Typical applications are in expansion units, valve 
seals, pressure regulators, steam traps, flow meters, recording in- 
Sstuments, thermostats, control valves, 
packless glands, vapor motors, vibration absorbers, hydraulic 
door openers, brake testing machines, and the like 


Use coupon page 54 
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niR EXPRESS SPEED 
Saves 4- plant’ 
shut-down... - 
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-out cuts off power to four 


south Carolina cotton mills. Fast-thinking 
photons ydent wires New England manufac- 
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PUTS 
MONEY 


IN This Oakite Service Representa- 

tive puts money in the pockets 
of many Western concerns 
through the actual, traceable 
savings he has established for 
them by replacing old methods 





THEIR 


POCKETS with NEW! 
As with other of our Service 
* Representatives, his years of 


experience serving concerns like 
yours enables him to give you 
specific recommendations that 
help do your cleaning efficiently, 
satisfactorily and at low cost. 


One of our representatives 
located near you... shall we 
have him call? 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 
Branch Offices and representatives in All Principal Cities of the U. S. 
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When you specify Coes Micro- 
Ground Knives you will put into serv- 
ice the longest and broadest experi- 
ence in the machine knife industry. 


COES 
Micro-Ground 
knives are standard equip- 
ment with users who want 

the best. 


Behind each Coes knife is more than one hundred years of 
experience. We are not content to rest on our record, but 
are constantly improving our product and meeting and solv- 
ing new problems such as higher speeds, new materials to 
be cut and new applications of edges. 


“That he who cuts may cut well” 


LORING COES COMPANY 


Worcester, Mass. 





STAINLESS STEEL 
and MONEL METAL 


FORGINGS 


WELDLESS RINGS — SPINDLES 


VALVE TRIM 


MOLDS AND SPECIAL SHAPES 


IRVING FORGINGS CO. 


SYRACUSE, N. Y. 


MARVEL © -se-« 


‘ is both high-speed 
High-Speed-Edge and non - breakable. 
HACK SAW BLADES Permits greatly in- 
creased speeds, feeds 

Alloy Body and blade tensions. 

Out-cut, out-last all 

other blades on any 

hack sawing machine. 











Armstrong - Blum Mfg. Co. 
Electric “The Hack Saw People’ 
Weld 5760 Bloomingdale Ave. 
Chicago, U.S.A. 


Eastern Sales Office: 


ae fog 199 Lafayette St, New York 
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PENETRATING OIL No. 664 


R SULTING from the discovery of a new method which r 

duces surface tension of liquids, a new penetrating oil ha 
been developed which will pass through openings as small a 
1 millionth of an inch, where water and ordinary , 

ite Practical industrial uses include t 

coke ovens which have been bolted doy 

to high temperatures over a considerable period 

nd which formerly could be removed only by cutti; 

uiling loss of the bolts, time required for the opera 


cost of gas cutting. Also, the quick loosening of 
}} 


stubborn cases of frozen threads wherever rust, hea 


umulations of gum occur 


Use coupon page oF 
BENCH 
GRINDER 


b fpeess NEW BENCH GRINDER for general grinding, sharp 
ening tools, buffing, polishing and wire brush work in factories 
and garages, is distinguished by economy of first cost, upkeep and 
operation It is 14'/2 inches long, overall, and weighs 41 pounds 
is equipped with coarse and fine 6-inch grinding wheels, wheel 
guards, tool rests, toggle type switch, and rubber feet; powered 
by '/2 h.p. constant speed motor for 110, 220 or 230 volts, a 

single phase, 50-60 cycles It operates at 3,450 rpm at 60 


cycles under full load Finished in gray enamel 


Use coupon page 54 


HUMIDIFYING 
UNITS 


No. 666 


7. NEW LINE OF INEXPENSIVE HUMIDIFYING 


. units for attachment to steam and hot water radiators and 


warm air registers provides a means of moistening dry air for 
comfort and health during the winter heating season. Adapt 
able to home and office use, the equipment is rigidly constructed 
of rust-resisting materials, with truss design and one-piece con 
struction without solder seams. They present an exceptionally 
large evaporating surface, are pierced on all sides to encourage a 


free flow of air, and are easily filled 
Use coupon page 54 
INK FOR GLASS No. 667 
NEW PERMANENT INK for writing on glass or enameled 
ware has been developed. It is available in white and black 


and can be applied with any steel pen, drawing pen or fine brush 
The action is non-corrosive, and the material itself is non-in- 
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fammable and resistant to the action of acid and alkaline corro 
sive agents as well as to the ordinary laboratory solvents such as 
alcohol, acetone, turpentine, toluene, carbon tetrachloride, and 
others. It has a wide adaptability in laboratory and industrial 
control processes, for marking viscosity tubes and identifying 
specimens Or apparatus which must be immersed in fluids during 
use, for permanent marking of microscope slides, and to form a 
resistant coating for reagent bottles containing acids or alkalies 


Use coupon page 54 








GENERAL PURPOSE TRAILER No. 668 


HIS NEW TRAILER unit has a capacity of 3 tons, and is 
featured by a telescopic chassis which can be adjusted to a 





wheel base of 7,8, 9, or 10'/. feet to accommodate various types of 
bodies which can be supplied by the user or furnished to specifi- 
cation. Width between wheel centers is 56inches. The axles are 
channel-box section with carbon steel spindles. Steering at one 
end is automotive design; Timken bearings in dust-proof as 
sembly. Pneumatic tires are standard equipment, but solid 
rubber or steel tires can be furnished. Total weight of the as- 
sembly is about 750 pounds. It is designed especially for yard 
or inter-plant service. 


Use coupon page 54 


ELECTRIC GLUE POT 


No. 669 





HE ELECTRIC HEATING element and thermostat in 

this water-jacketed glue pot are enclosed in the base casting, 
protected from dirt and moisture. The outer pot is assembled 
to the base. The inner pot, containing the glue, is a separate 
piece. The equipment comes in two sizes, '/2-pint and 1 quart, 
and is supplied for operation on 110 or 220 volts. It comes up 
from cold to control heat in approximately 45 minutes, and 
temperatures are maintained between 140 and 150°F. 


Use coupon page 54 
CARTRIDGE 
DEHY DRATOR 








No. 670 


with REPLACEABLE CARTRIDGE 





HIS DEVICE, developed for use in air conditioning and 
refrigeration, is adaptable to any process requiring the re 
moval of moisture from chemicals in solution, and in air drying 
Major features of this equipment are the patented dispersion 
tube and replaceable dehydrant cartridge. The tube is perfo 
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PENCILS 


therefore saves 


MONEY 





Exclusive 

Boston Feature 

Gives 25% more 
Service 


BOSTON 
PENCIL SHARPENER 
MODEL KS 


The 8-hole guide adjusts instantly 
to fit pencils of every popular size 
—cuts a perfect point and then 
stops cutting no matter how much 
one may grind. Sturdily built with 
famous speed cutters. At your 
Stationers—but be sure it’s a Bos- 
ton. 


C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 


Manufacturers of Hunt Pens 
and Speedball Products 


BOSTON 


PENCIL SHARPENERS 





IF you are not familiar with what 
welded design can do to improve re- 
sults, assign a competent man in your 
manufacturing division to explore weld- 
ing to the limit. You can’t help but 
benefit. Our experience in re-designing 
and welding heavy and unusually com- 
plicated pieces will be a very definite 
help. So have him get in touch with us. 


S.MORGAN SMITH Co. 


YorxK,PA. 











































































































rated to expose the entire volume of dehydrant to penetration by 
the fluid or air; it runs along the center axis of the dehydrant 
column. This arrangement is said to reduce the pressure drop, 
prevent channeling and resultant loss of efficiency. A strong 
compression spring provides a positive seal to the inlet fitting, 
thus preventing a possible by-passing. Refill cartridges are 
dried under vacuum and sealed with dehydrated air, insuring 
absolute dryness until the moment the seal cap is loosened for in 
stallation. The shell is distortion-proof, making for speedy re 
moval and replacement. Cartridges are available in a complete 
range of capacities, and charged with activated alumina, drierite, 
barium oxide, calcium oxide, or anhydrous calcium chloride 


Use coupon page 54 


TOOL 
GRINDER 


No. 671 


N INEXPENSIVE BENCH-TYPE grinder for rapid, 
safe and economical sharpening of cemented carbide tools 
up to l-inch square cross section on diamond wheels and lapping 
discs, makes it practicable for small plants to sharpen their own 
tools and for large production departments to maintain sharpen- 





7 


In Cleveland it’s 
In Columbus it’s 


THE HOLLENDEN 
THE NEIL HOUSE 
In Akron it’s THE MAYFLOWER 
In Toledo it’s THE NEW SECOR 
In Jamestown it’s THE JAMESTOWN 
ano THE SAMUELS 


Theo. DeWitt, President 
R, F. Marsh, Vice-Pres. & Operating Mar. 

















SPECIALTY PRINTING 
Carbon Coated Papers of All Classes 


Interleaved and Spot Carbon, 
Factory, Office and Bank Forms 
Water, Light and Tax Bills 
Manifold Books, Pay Envelopes, Scale Tickets 
Teletype and Other Duplicating Rolls, etc. 


THE GENERAL MANIFOLD & PRINTING CO. 
Main Office and Factory — Franklin, Pa. 
DISTRICT SALES OFFICES 


Chicago Philadelphia 
Toledo St. Louis 


@ INQUIRIES SOLICITED @ 


New York 
Pittsburgh 


Boston 
Detroit 
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ing equipment close to the machines, eliminating the time re 
quired for taking tools to and from a central grinding department 
An outstanding feature is the quick-setting graduated dial that 
permits accurate adjustment of the table to maintain correct 
rake and clearance angles. The large adjustable tool rest tab 
nounted across the face of the wheel, with a slot for a too] 
protractor, making it possible to grind angles without 

by hand protractor. An adjustable tool rest offers 
support to the tool while sharpening. Forward and 
rotation of the wheel facilitates the grinding of both right 
hand tools. Equipped with !/, h.p. reversible 
and reversing switch Overall din 
13 x 14 | 


Use coupon page 54 


1725 rpm., 


4 inches Weight, 135 pounds 


TWIN 
CARTRIDGE 
CHEMICAL 
RESPIRATOR 


DESIGNED for use in plating operations 
zing paint spraying, and in light concentrations of 
nd acid gases, this respirator is of the chemical 
employing two extra-large replaceable cartridges, 

degree of protection and very low breathin 
entire respirator is so compact that it may be 

ice underneath a welders’ helmet The 

face piece is comfortable and secure, and per- 

t visibility. Spectacles or goggles can be worn with 
protective against carbon monoxide or oxygen 


mosphere 


Use coupon page 54 


FULL VISION 
HOSE MASK 


No. 673 


dy D BY WORKMEN who must enter high concentrations 


/J of poisonous gas or oxygen deficient places such as oil tanks, 


tank cars, vats, underground passageways, sewers, around blast 
furnaces, etc., this equipment provides a supply of cool, fresh 


} 


air by means of a blower mounted in a substantial fiber trunk 
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which is placed outside the danger zone. Connection is by 
means of a kink-proof and oil-proof hose, which comes in con- 
venient 25-foot lengths, equipped with couplings. The mask 
has the official approval of the U. S. Bureau of Mines. Full 
vision lenses permit the wearer to work safely and effectively and 
to see as well as when not wearing the mask. 


Use coupon page 54 


STEEL 
STORAGE 
FILES 


No. 674 


ADE OF SUBSTANTIAL weight steel, welded construc- 
tion, and ‘‘tailored’’ to fit any size of printed form or other 
material, these storage files are said to be more economical than 
cardboard boxes and shelving, eliminate the waste space inherent 
in other methods of storage, permit immediate reference, and 
provide superior protection by lessening the fire hazard and 
danger of destruction by rodents, etc. Originally designed for 
the storage of permanent and semi-active records of banks, they 
have been adopted by such unrelated industries as utilities, insur- 
ance companies, dairies, municipalities and department stores. 
They are also used for tools, supplies and small parts in fac- 
tories, hardware stores, plumbing shops, garages, etc. By means 
of an ingenious locking device, the drawers or files of any size can 
be stacked to any convenient height. Drawers are equipped 
with gliders, positive stops, handles and label holders, combining 
all the functional and safety features of front office files. They 
are finished in standard green. 


Use coupon page 54 
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TORQUE MEASURING WRENCH No. 675 


UNIQUE AND SIMPLE tool for measuring right-hand 

turning torque has been developed. The new tool is 
equipped with various sizes of detachable socket bits, for servicing 
hollow screws having !/s to 5/:s” hex drive opening. Its purpose 
is to enable the operator to avoid injury to hollow screws and to 
socket bits by over-tightening. The construction consists of a 
head which fits on the round end of a U-shaped tempered steel 
handle. The other end of the handle is flat and does not fit into 
the head. It contains a series of numbered indicating marks, 
corresponding to the various size bits it accommodates. An 
index line is inscribed along the round end. A pull on the handle 
in tightening the screw causes a flexing movement, bringing the 
calibrated end toward the index line. When the mark which 
indicates the number of the bit in use touches this line, the 
Proper load has been applied to the screw, and no further pres- 
sure should be applied. By moving the head along the handle, 
the tool becomes a conventional T-wrench and can be used 
without the measuring feature. 
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Shipments 
TRAVEL SAFER! 


@ Make assurance double sure by using Orange Core 


Sealing Tape on cartons and packages. It is tough and 
tenacious, moistens quickly and evenly, sets speedily and 
efficiently. Made of sturdiest northern Kraft, gummed 
with a special animal glue, it comes in all standard sizes. 
Specify Orange Core and rest assured your shipments 
will travel safer . . . “bound to get there” in first-class con 
dition. Write for sample roll and free booklet on sealing. 





Sealing Tape 


MOORE & THOMPSON 
Division Hudson Pulp & Paper Corp 
220 EAST 42nd STREET NEW YORK, N. Y. 
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How Rubber Is Marketed 
Continued from page 30 


trees or to expand operations. New planting requires 
about seven years to come into production on a com 
mercial scale, and consequently this feature of the 
program entails long range planning for the industry 

On the demand side, the statistics of the automotive 
industry are accepted as the most important factor 
If the production of new cars is at a high rate, or if 
the general prosperity of the country is such that motor 
cars are used enough to call for large replacements of 
tires, the demand for rubber will naturally raise its 
price. New uses for rubber, such as the rubberizing 
of farm machinery, and possible technological chang: 
in industry affect the demand. 

The use of reclaimed rubber has some stabilizing 
price tendency but its use is limited because it can 
not be made to have all of the desirable qualities of the 
new material. However, there are certain applica 
tions such as for packings, valves, hose, etc., for which 
it is well suited and extensively used. Experience 
shows that the quantity of reclaimed rubber increases 
when the price of the raw rubber is high, as in 192s, 
but that when the price of the latter is low, as it has 
been in the succeeding vears, the percentage greatly 
decreases. 


Ihe discovery of commercially practicable methods 


Look for the 


Patented Improved Pipe Vises 
ARMSTRONG BROS Hinged and Open 
Vises are lighter, handier, stronger and quicker ¢ 
than ordinary vise They are built f 
service. Bodies are ertified Malleable Ir 
placeable jaws are to wit 

milled teeth 

steel with do 

and handles have 

will not pinch hs 

of the Hinged 

able drop forged 

are built for men who kn 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People 
303 N. Francisco Ave., Chicago 
Eastern Warehouse and Sales: 
199 Lafayette St., New York 
San Francisco New York London 


Write for 
Catalog B-35 











Service plus Price plus Quality 


in Genuine Engraving! 


a Hundreds of purchasing agents 
learned long ago that with Wiggins 
the maximum in these is auto- 


Salesmen’s Business Cards 


matic. 


Personal Business Cards 
Firm Stationery 


samples. 


The John B. 


WIGG 


1154 Fullerton Ave. 
CHICAGO 


Executives’ Personal Forms 
Announcements 


Established in 1857 


It took seventy-five years to 
attain this leadership—dut we did it. 
So put this ad under your glass desk 
top for prompt quotations and 
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of producing synthetic rubber is another technol 
possibility which constantly hangs over the indus 
as at present set up, as a disrupting factor in the 
But so far synthetic rubber has been 1 
is suitable for only a very limited field, 
vhich are essential for the great majority 
including the bulk of the consump 


Association News 


Continued from page 49 


Tools of Purchasing,” by Bernard H 
ie Stanley Works of Canada, Ltd. 
Che Responsibilities of the Purchasing 
C. D.*MeKinnon, Goodyear Tire & 
of Canada, Ltd. 
Stainless Steel,’’ by James M. Packam, 


d McCall & Co., Ltd., representing Republi 


Electricity as Applied to Industry, 
Zimmer, University of Toronto 
Lubrication—Illustrated,” by W. 17 

Oil, Ltd. 
ypper and Brass,” by John R. Free 
nda American Brass, Ltd. 

Selecting Papers for Printed Forms, 
lip Howes, Howard Smith Paper Co., Ltd 
Cincinnati cooperation with the Cincinnati 
Association, the University of Cincinnati is offeri 


tN 


lvai ussion course in industrial purchasi 


) 


the leadership of James M. Berry, 

for the Drackett Company, and 
N.A.P.A. Container Committee 

held on Monday evenings, from 

he course will cover a series of actual 

ive situations which have confronted put 


organizations in recent years. 


Broad Market for Steel 


lucers in the steel industry have as direct cus 
nearly 22,000 manufacturing establishments 
every state in the Union, according to a 
urvey by the American Iron and Steel Institute 
ddition to establishments which buy directly 
iron and steel producers, there are thousands 
of other consumers of iron and steel who purchase 
ir requirements from the nearly 2,500 steel jobbers 
1 warehouses located at strategic points from coast 
coast 
New York State has more direct customers of the 
and steel industry than any other state, its total 
2,500 comparing with about 2,400 each for 
Pennsylvania. 
ranks in fourth place with 1,700 direct 
customers of the industry, followed by California with 
1,400, and Michigan with 1,250. 
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WPA Material Expenditures 
Total Nearly $700,000,000 


Approximately $700,000,000 has been spent in the purchase of 
materials, equipment and supplies for Works Progress Adminis 
tration projects in the three years ending June 30, 1938, according 
to an announcement by Acting Administrator Aubrey Williams. 

Of the total of $696,356,000, exactly one-third went for stone, 
clay and glass products used principally in building and road 
construction. Iron and steel products, exclusive of machinery, 
absorbed 18.7% of the total; lumber and lumber products, 11.2%, 
and bituminous mixtures, principally for paving, 8.2%. Other 
items of which large purchases were made include textiles, ma 
chinery and mechanical equipment, chemical products, oil and 
gasoline, and plumbing equipment. 

The total represents combined expenditures of Federal and 
sponsors’ funds, the latter accounting for 54% of the whole 
amount throughout the three year period. The proportion of 
sponsors’ funds has increased materially each year, having been 
36% for the fiscal year ending June 30, 1936, 50% in 1937, and 
71% in 1938. 

The following table shows expenditures, classified according to 
the principal types, and showing the cumulative three-year total 
The monetary totals are calculated in thousands of dollars and 
should be read by multiplying the figure shown by 1,000. 

















Type of Material Amount Percent 
TOTAL $696,356 100.0 
Stone, Clay, and Glass Products 231,971 33 
Brick, tile, and other clay products 32,022 4.7 
Cement 58,405 8.4 
Concrete products 32,275 1.6 
Crushed stone 35,244 5.1 
Sand and gravel 46,077 6.6 
Other stone, clay, and glass products 27,448 3.9 
Iron and Steel Products, Excluding Machin 
ery 130,400 18.7 
Cast iron pipe and fittings 41,748 6.0 
Heating and ventilating equipment 7,100 1.0 
Structural and reinforcing steel 33,596 1.8 
Tools, excluding machine tools 12,734 1.8 
Other iron and steel products 35,227 5.1 
Lumber and Its Products, Excluding Furni- 
ture 78,085 11.2 
Bituminous Mixtures—Paving and Other 5,888 8.2 
Textiles 53,309 Lt 
Machinery and Equipment 27,303 3.9 
Electrical machinery, apparatus, and sup 
plies 14,192 2.0 
Paving machinery and equipment 926 0.1 
Other machinery and equipment 12,185 1.8 
Motor Trucks 1,940 0.3 
Chemicals and Allied Products 22,023 a2 
Chemicals and explosives 8,999 1.3 
Paints and varnishes 13,024 1.9 
Petroleum Products 16,384 2.2 
Miscellaneous 78,053 11.2 
Coal and other fuel, except wood and 
petroleum 2,747 0.4 
Non-ferrous metals 3,228 0.5 
Office supplies and equipment, including 
furniture 7,931 ee 
Plumbing equipment and supplies 8,647 i.2 
Tires and rubber goods 1,766 0.3 
Other 53,734 YR 
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the worker? Is it dependable? 


Since this can only be proved after it is on the 


job, the reputation and background of the 
maker must be your guide. You can have 
utmost faith in the safety equipment supplied 


by Pulmosan, for a quarter century ‘‘special 


ists in safety.’’ Let us advise on any safety 


problems. Let us quote on any safety needs 


Write for a copy of our catalog. 


PULMOSAN 
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SAFETY EQUIPMENT CORPORATION 3} 
Everything for Industrial Safety ) 

, 

Dept. P, 176 Johnson St. Brooklyn, N. ¥ 
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The first consideration in buying any Safety } 
Equipment is...SAFETY! Will it protect } 
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Advertising Managers: Before completing your next media schedule, investigate PURCHASING, 




















no advertising or 


selling campaign to 


large-scale industry 





chase systems. Advertising to their ‘“*P.A’s”’ will help you develop more volume business. 


can afford to ignore 


the purchasing agent. 


have centralized pure 
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*Let us show you evidence. Write PURCHASING, 1l West 42nd Street, New York, N. Y. 
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PURCHASING is the only national magazine devoted wholly to the *“*P. A’s’’ interests. 
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